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AMERICA’S MOST SALABLE LAWN AND GARDEN TOOLS 
will be advertised all Spring ...and nationwide ...in the garden 


pages of leading Sunday newspapers. Are you ready? Check your 
stock. Order the items you need from your GREEN THUMB supplier. 


Mass display them for best results. Thum 
Green Thumb, 


THE UNION FORK & HOE CO., COLUMBUS 15, OHIO 





OADEST, MOST 
ICIENT LINE OF 
ETAL CUTTING 
ADES — includes 
“Blu-Flex”’®, and “Tuf- 
Flex’® hand blades 
and “Blu-Flex”®, “Blu- 
Mol’® and “‘Jet- 
Edge’’® power blades. 
Also available in a 
complete line of band 
saws and hole saws. 





HACKSAW FRAMES — | 


Rigid, finely balanced 


frames. In a wide range — 


of styles and prices. 
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“LANGDON ACME’ 


AND “ALL-~STEEL” © 
MITRE BOXES — the © 


standards of quality for 
mitre boxes. Unexcelled 
for fast, accurate work. 


Where Quality Counts. 


YOU CAN 


ONE OF THE LATEST ADDITIONS 
TO THE FAMOUS “DYNO-MITE” 
LINE. This powerful orbital sander 
is 12 times faster than hand sanding. 
Sands in any direction without track- 
ing, scoring or burning the work. 


ANOTHER VER- 
SATILE “DYNO- 
MITE’. TOOL. 
6-saws-in-1. Exclu- 
sive Millers Falls 
“angle” blade makes it by far the 
fastest-cutting jig saw in its class. 


No. 1814 


“DYNO-MITE” ELECTRIC 
DRILLS. Unexcelled for speed 
and power. 14” standard speed, 
4,” high-torque, 4” and 1” 
models for every drilling need. 


COUNT ON 


FINEST PLANES IN THE 
WORLD — Built to the highest 
standards in design, workman- 
ship and finish. Complete line 
includes Block, Bench, Rabbet 


ag ) 
THE WORLD’S LARGEST 
SELLING QUALITY BRACES 


COMBINATION SQUARES 
— Precision made. Accuracy 
guvoranteed. Gradvotions 
deeply etched for clarity 
and easy reading. 


MICROMETERS — Extreme ac- 
curacy and dependability. Part 
| of Millers Falls wide line of 
machinists and precision tools. 





AUTOMATIC 
DRILLS — for 
Quick, one- 
hand, small. 
hole boring. 
Known and 


world over. 


acting, highest 
quality. Also 
plain and offset 


screw drivers. 


Simest Hamad and FowerToo&% « FOR HOME AND INDUSTRY 


WRITE TODAY FOR FREE LITERATURE — or, better yet, lef us arrange a demonstration for you on the amazing 
‘‘Dyno-Mite’’ Power Workshop and all the other high performance power tools in the ‘‘Dyno-Mite’’ line. 


MILLERS FALLS COMPANY . Dept. HA-19 - Greenfield, Mass., U.S.A. 








DESIGN, 


FROM THE INSIDE OUT, KEEPS 


FIRST IN SALES 


What skyrocketed LAWN-Boy to first place in 
power-mower sales? Many engineering fea 
tures, that all add up to a smooth, level-cut 
lawn. Even though the imitators are building 
mowers to look like LAWN-Boy, they just can’t 
build one to cut like LAWN-Boy — and you 
know it’s the cut that counts on your cus- 
tomers’ lawns. 

TELL YOUR CUSTOMERS the sensational story 
of LAWN-BoY “know-why” design to illustrate 
the smooth, level cut of LAWN-Boy lawns. 
Show them the simple, efficient 2-cycle LAWN- 
BOY engine that delivers 3200 rpm for fast, 
easy grass-cutting; show them the Activated 
Pilot Wheel on the new LAWN-Boy Auto- 
mower and Deluxe models, that brings them 
an even smoother cut than ever before. 

Your LAWN-Boy distributor-salesman can 
supply you with all the facts about the 
“know-why” engineering that makes LAWN- 
Boy cut best. He'll show you too how you can 
keep LAWN-Boys selling around the calendar. 
Call now and order enough — early enough! 


LAWN-BOY 


LAWN-BOY, Lamar, Mo. e Division of Outboard 
Marine Corporation, makers of dohmgan and 
Evinrude Outboard Motors. 

In Canada: LAWN-BOY, Peterborough, Ontario 


The NEW IDEAS are LAWN-BOY IDEAS 
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The WHY of LAWN-BOY engine superiority 


Designed by LAWN-BOoY only for LAWN-Boy, this is one of the “know-why” 
engineering features of LAWN-Boy that can’t be copied. Every piston stroke 
delivers power to cut grass better and faster. Simple, dependable, the LAWN-Boy 
engine was conceived with a minimum of moving parts. The rugged carburetor 
and hot-spark magneto also help make the LAWN-Boy engine the easiest-starting 
in all mowerdom. No lubrication problems, either—and no checking of oil. 
No doubt about it—the LAWN-Boy 2-cycle engine can’t be beat on the lawn or 
on the showroom floor! 





NEVER BEFORE... 


a vacuum bottle like this! 


it’s the beautiful, new 


UNIVERSAL 


Pour-Endy 


VACUUM BOTTLE 
with 8 Revolutionary Features! seaeieneemel 
MARKET-TESTED 
COLORS 
Red-Orange and Grey with 


Blue-Green cup. Yellow and 
Grey with Violet-Blue cup. 


Here are the most revolutionary new vacuum 
bottles in the 50 year history of the industry. 
Styled in colorful pastel shades, the new 
Universal “Pour-Easy” Vacuum Bottle 

will virtually sell on sight. The 

practical bottom opening for easy 

replacing of glass filler is just one 

of the 8 big new features that 

will place UNIVERSAL first in 


vacuum bottles that really move. 


DRIPLESS PLASTIC 
POURING SPOUT 


... easy fo clean 
... Stays clean 


from 
Pours like a pitcher... 
never drips a drop! 


No. 3380 Quart 

No. 3381 Quart 

No. 3384 Quart 
with 4 nested cups 


No. 2680 Pint 
No. 2681 Pint 


4090 Workman’s Lunch Kit 
4091 Aluminum Lunch Kit 


KLEEN-SEAL BOTTOM FILLER LOADING 


STOPPER 


EASY-ON SHUR-GRIP CASE 


EASY-OFF CUP 


Newly designed, 
shock resistant plas- 
tic cup seals tight, 
or comes off just as 
easily with a “twist 


Hands won't slip on 
this exclusive “Shur- 
Grip” corrugated 
case. Play up this 
feature that really 
sells them! 


The new flexible 
stopper makes pos- 
itive seal. Stays 
“sweet,” easy to 
clean. Has tab for 
easy removal. 


Bottom opens for 
quick and easy re- 
placement of glass 
filler. New shock 
absorber mounting 
cuts down breakage. 
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colorful display 


A real shopper stop- 
per! Holds four pint 
bottles, two quarts, 
workman’s lunch kit. 
See your Universal 
Distributor. 
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SUN-TIMES. 





@ 


y $ : | Fearvnesy 
“s } UNIVERSAL 
. > 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Check List of 
4005!) Popular AMERICAN Chains 
for Your Farm Customers... 


@ When you look over the following list of chain uses on the farm 
(and this is only a partial and incomplete list!), you realize that your 
farm customers can easily be your best customers for the wide variety 
of chain items offered by AMERICAN CHAIN. 

Your farm customers need quality chains for almost countless uses 
—every day in the year. You can turn their needs into your profits by 
stocking and displaying a full assortment e 
of AMERICAN CHAIN items on your shelves — \ 
and counters all the year around. MERIGAN | 


te. A 
For prompt service, order from your " pS C H /'s\ / N 


AMERICAN CHAIN wholesaler. : : 
es 





Sell AMERICAN Chains for: 


() Fastening gates [J Porch swings 


(] Identifying, controlling, (] Furnace regulating 


hobbling and picketing (] Stringing fish 
farm animals 


| Dog chains ond 
C) Anchoring boats LJ Dog chains and runners 


L]...also cotter pins 
and 
[] Holding end gates repair links 


[_] Work shop uses 


[] Holding wagon boxes 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 


125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 


“3 : 
>| ? 
2 


. ~ + . 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated y 8 (Pa: Ge ake’ eA ~ j Chay 
100 ft. 35 Sash Chain, Bright Zinc Plated —. ®, | AL Me OO fog tek) At 8 - a 
200 ft. 1/0 Brass Safety Chain, Bright Finish 


200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ACCO’s New Packaging 
Makes Selling Easier 


ont The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any pack- 


aged chain item in seconds. Dis- American Chain Division 
play these colorful packages on 
your shelves and counters for your ‘ AMERICAN CHAIN & CABLE Better 


farm customers’ convenience. 





a ween York,Pa., Atlanta, Boston, Chicago, Denver, Detroit, Va ue 
=; Order from your nearby 6 Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
AMERICAN CHAIN wholesaler Ww Portland, Ore., San Francisco, Bridgeport, Conn. 
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Editorial 


by W.A. Phair 


Let’s look at the record. . . 


‘'... for 40 years I have constantly heard about the elimination of 
the jobber in business. I have heard about the manufacturer going 
direct to the trade. Still, today, after all this time, I find that the 
jobber still exists and is still doing business at the old stand.” 


If I told you that statement was made just 10 days ago, you would 
not likely question my statement. It could have been made yesterday. 
sut, actually, it was made more than 70 years ago. You will find it 
in the book, “Forty Years of Hardware,” by Saunders Norvell. 


In view of some of the conversations one hears in the hardware trade 
these days, that statement by Mr. Norvell is worth repeating. 


The reaction of some manufacturers and dealers to that statement 
will probably be a cynical, “So what?” They will argue that what was 
true 70 years ago is not necessarily true today. Times have changed, 
they will say. The wholesaler is out of date; we don’t need him. 


Well, that may be true for some folks, but certainly is not true for 
the hardware trade at large. 


They say that each generation must learn the facts of life for them- 
selves. That is an accurate observation. But there is a hard way and 
an easy way to learn. 


The easy way is to know your history: If you know what has been 
tried before, you can profit by the mistakes and the accomplishments 
of others. You can avoid duplicating their mistakes. 


The hard way is to just bull your way along, assuming that you are 
the only man who has had an original idea. This can lead to some very 
painful bumps and disappointments. 


Those who take the trouble to learn their history know that very few 
of the things we do, or are attempting to do, today are really new. 
Many who read these pages are familiar with the Winchester Plan and 


the Great Amalgamation of wholesalers and why these plans are not 
now with us. 


Consistent readers of HARDWARE AGE know that dealer programs of 
various types have been used for more than 40 years. We could go down 


the list of “new” ideas that we hear about today and show that most 
of them have been thought about earlier. 


Ever since the first dealer opened his doors, retailers have been en- 
deavoring to establish direct factory contacts. It is also a fact that 
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Editorial 


continued 


at some time or another every manufacturer has considered the pos- 
sibility of selling direct to dealers. 


Who is being gored .. . ? 


The fact that the wholesaler is still with us and is still a primary factor 
in the hardware business is due to one simple cause; the wholesaler serves 
a useful economic function. If he didn’t, he would have been out of busi- 
ness long ago. And so long as he serves a useful economic function, he will 
continue to stay in business, regardless of the “new” ideas that we hear. 


History has demonstrated time and time again that the function of the 
distributor may be transferred, but it can never be eliminated. This is also 
true of wholesalers’ costs. 


The distribution trade is going through some very drastic changes. There 
are some who feel that these changes are not being made rapidly enough. 
Well, that is hard to judge. But I would be inclined to believe that the man 
who is directly responsible for the welfare of a wholesale firm is a far better 
judge of that than I am. He cannot afford to be wrong in his decisions. 


The mere fact that you or I think a certain change is good, does not make 
it good. Forces far bigger than a single dealer, wholesaler or manufacturer 
are shaping the future. A little caution now, plus a little review of history, 
can prevent some major disasters in the future. 


On some of my recent trips to various wholesaler-dealer meetings, I have 
been startled at the views I heard expressed. For example, take the dealer 
who feels he should be able to buy direct from the factory. I wonder if this 
dealer ever sat down and calculated what would happen to him if he had to 
buy all his merchandise on a direct basis? 


I wonder if he has ever thought of the size of the inventory he would 
have to carry? Or the amount of capital he would have to tie up? Or the 
amount of warehouse space he would need? Or how he would handle emer- 
gency requirements? How would he average out price changes? 


Sure, some dealers are big enough to handle factory directs, but the 
majority of dealers in business today cannot handle this type of business. In 
fact, if wholesalers were to go out of business tomorrow, a good half of 
all the stores operating today would also go out of business ... and there 
would be no one to replace them in all the small communities across the 
nation. That is something for both dealers and manufacturers to think 
about. 


Whenever I hear a manufacturer condemning wholesalers, I cannot help 
but wondering, what is wrong with his product? Wholesalers like to make 
money; they make money by handling a good line, in volume. If they 
don’t do a good job with a line, it is very often because something is not right 
with the line itself. 


The next time you feel disappointed over the job the wholesale trade is 
doing with your line, why not take a long, hard look at your packaging, at 
your prices, at your design and at your sales policies ... the fault may rest 
there. 
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e rapidly approaching 


iT’sS 
HIGH TIME 
TO ORDER 


iILCO 


A COMPLETE LINE OF LOCKS, LATCHES AND CLOSERS 


7° FOR SCREEN AND COMBINATION DOORS 


f INDEPENDENT LOCK CoO. 
j Fitchburg, Mass. 
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WASHINGTON 


State of the Union Message .. . 


BUREAU OF 





HARDWARE AGE 


What it means to you 


A bigger and more expensive government is in pros- 
pect. 

A long list of new spending programs and expan- 
sion of welfare legislation is being requested by the 
President. 

Government spending will rise, again, to almost $72 
billion. 

Here’s what Congress is being asked to consider this 
year, the probable outcome, and what it means to 
hardware dealers. 


Minimum wage 

The Administration and the labor unions are press- 
ing hard for extension of the minimum wage law to 
retail and service employees. Some 9.5 million workers 
would be included. One major proposal would cover 
interstate chains and independents with 100 or more 
employees selling $1 million or more worth of goods 
a year purchased outside the state. Another would 
include chains with five or more outlets, or indepen- 
dents grossing more than $500,000 a year. 

The President also wants unemployment compensa- 
tion extended to merchants hiring one or more full 
or part-time workers. 

If the President makes a determined bid for ex- 
tension, narrow congressional balance may shift 
enough to approve it. 


Taxes 

The tax relief picture is cloudy. President Eisen- 
hower wants Congress to extend existing corporation 
and excise tax rates. He opposes any tax legislation 
which will cost the government substantial revenue. 
But he does favor early consideration of some tax 
aids for small business. Powerful congressional 
leaders, even some Administration officials, want to 
wait at least a year for any cuts. 

Some aid in the form of technical corrections in the 


10 


excise tax laws may save you some bookkeeping ex- 
penses. Personal tax cuts are extremely doubtful 
because of their cost. 


Housing 

President Eisenhower and congressional leaders 
both favor action to spur home building. They differ 
on the right methods. The President wants interest 
rates on GI home loans raised to 5 percent, and addi- 
tional funds for the government to buy more of the 
mortgages it insures. The lawmakers favor lowering 
down payments on all homes to 2 percent. 

Some form of housing program will probably be 
hammered out. 


Small business 

The President wants the Small Business Adminis- 
tration continued past its June 30 cutoff. He also 
wants another $75 million for loans to small business, 
and a 50 percent hike in the agency’s operating budget 
to expand its field office services. In addition, he is ask- 
ing for several other actions to aid small firms, includ- 
ing easier inheritance tax rules. 

Congress is in a small business mood. Most of the 
President’s program will be voted. 


Farm 

Congress is being asked to vote a record $5.3 billion 
for expansion of existing farm programs and several 
new ones, including a bigger soilbank and special 
drought aid. 


Postal rates 

President Eisenhower is asking for a raise in postal 
rates of $654 million a year. Most likely program will 
be to raise first class (letter) mail from the present 
3 cents to 5 cents. Other classes of mail would also 
get higher rates. 
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BEST IN DESIGN, 


FEATURES, eer ess 
AT THE 


Hottest Pric eve 








MODEL NO. 1350 











POWER TRIMMER 
Completely New 


WITH EXCLUSIVE FEATURES! 


The new Shopmate Trimmer has everything you need to get volume sales 





. brilliant new two-tone colors to catch the eye (sparkling silver luster with 





= bright red handles and cord)! Exclusive new features make trimming a 
NEW TRIPLE-DUTY HANDLE — 
side handle attaches on either 
side for right or left hand use to $20 lower than other quality trimmers! Take a look, and you'll see why 
— attaches on rear of trimmer 
for trimming wide hedges. It’s 


exclusive! —_——————— 


NEW TRAP-LOCK CUTTER TEETH tightly grip the 
material to be cut without a slip! They’re exclusive! 


pleasure (some so advanced that they’re patented), and a price that’s $15 


Shopmate sells in volume! 

















Check these other fine features! 


@ light for easy handling — only @ 13” sickle-type blade made of 











5% pounds. hardened tool steel, precision 
@® rugged series motor — 1.6 amp. ~—— to slay sharp under con- 
rating a i 
@ improved bevel pinion gear and 
@ insulated comfort grip handle cam action insures years of 
and contour designed auxiliary trouble-free performance 
handle 
$ d 
@ sturdy, die-cast aluminum a only* ie 
» housing 










EXTENSION HANDLE... . (op- MAIL COUPON TODAY FOR COMPLETE INFORMATION! 

















tional at extra cost) attaches | 
oct tes tea <. ik Diab . tribute: | mail to: GEORGE WEATHERBY, Sales Manager 

bh “ee (Note to dis PORTABLE ELECTRIC TOOLS, INC. Dept. HA-1/31 

reach spots easy to reach. W's , be | 320 West 83rd Street, Chicago 20, Illinois 
exclusive! tht wasud a Aung 
Please send me complete information on the new 1957 

| Shopmate Model No. 1350 Power Trimmer immediately! | 

hg RRR op cS OSE om | 

| EI fea PR SATE ee 

| ADDRESS oa ear eS SS aS 

PORTABLE ELECTRIC TOOLS, INC. Oe eee STATE eS < 

320 West 83rd Street « Chicago 20, Illinois | | 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 






Redesigned kitchen tool line 


Color conscious housewives will 
be customers for the 1957 Androck 





line of chrome plated kitchen tools. 
A bright yellow handle with a nar- 
row charcoal band and a green base 
is the feature of this line. A dis- 
play assortment of 137 pieces, and 
an 8 piece set in a gift box are 
available along with the 18 tools 
in open stock. Washburn Co. 


For more data circle No. 1 on postcard, p. 67 


Lever action sponge mop 


Busy housewives will be inter- 
ested in Press-O-Mop, a lever 





action sponge mop. The mop fea- 
tures an improved lever wringing 
action with the lever mounted be- 
hind the handle. Retails for $2.69. 
Modglin Co., Ine. 


For more data circle No. 2 on postcard, p. 67 


Carpenter's hand plane guide 
Here is a guide for a carpenter’s 
hand plane to make bevels and 
straight cuts accurately. Gide-A- 
Plane consists of a bracket that 
attaches to either side of the plane. 
This holds any one of three guides 
in place. There is a 90, 45 and a 





30 degree guide. Another bracket 
permits duplication of a cut from 
one piece to another. Retails for 
$1. The guide comes in a plastic 
bag. P. L. Master Co. 


For more data circle No. 3 on postcard, p. 67 


Workshop saw mandrel line 


Two types of saw mandrels make 
up this line. They are the ball 
bearing and pillow block types. Ten 
models are available for heavy-duty 





use in home work shops. Ball bear- 
ing models come with single and 
double threaded ends. Pillow block 
models come with end or center 
pulleys. V-belt pulleys are grooved 
for A belts. Wissota Mfg. Co. 


For more data circle No. 4 on postcard, p. 67 


Roll away ironing table 


This all-metal ironing table can 
be rolled into a storage space. A 
recessed pair of wheels permits 
rolling the table edgewise. A spher- 
ical pair on the ends of the foot 
permit forward or backward move- 
ment. The Lady Arvin Rollaway 
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Want more information on these 
products? Then use free post 
card on page 67. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 













tO RELP YOU 


SELL 


5 &. ae eb aT Re 
AND OTHER DEALER 
PALES WReELres 








Deluxe sells for $14.95. Eight other Les 
models, adjustable and nonadjusta- ~~; ; 
ble, at varied prices are in the 1957 
line. Arvin Industries, Inc. 


































For more data circle No. 5 on postcard, p. 67 


All-around fan line for 1957 

Six all new models and price 
reductions on several models are 
the big story in this 1957 fan line. 
Fourteen of the 24 fans in the line 
are for home use and range from 

















Fishing rod display stand 

This all steel fishing rod stand 
comes free with the purchase of 
20 rods. The dealer can choose 
from 163 re-styled rods priced from 
$9.95 to $79.95. Three are for weighing up to 80 Ib. Vertical ad- $3.95 to $60 retail. Each has spiral 
kitchen builders and seven are for justment up to %4 in. Features all- 
commercial use. Price cuts were steel, telescoping, warpproof header 
and track and steel split jams. 
Stanley Hardware Div., Stanley 
Works. 


For more data circle No. 7 on postcard, p. 67 





windings and a white lacquer butt 


improved 4'/2 in. jointer 


The Darra-James 41% in. jointer 
features Parallel Motion, a built-in 
motion that coordinates the cutter 
head and infeed table to keep a 
constant 5/32 in. distance between 
table and knives. Infeed and out- 





) ea ; sheath. The stand holds 20 rods 
| made in the Mobilaire and Whirl- in 16 x 30 in. of floor space. A 16- 
aire series. Westinghouse Electric 


page catalog is available. True 
Corp. 


Temper Corp. 


For more data circle No. 6 on postcard, p. 67 For more data circle No. 8 on postcard, p. 67 


Rope rack merchandiser 

This King Cotton manila rope 
merchandising rack is a compiete 
rope sales center with an inventory 
of %4, 5/16, 3%, %, % and % in. 
rope. Spools are connected. The 


Sliding door pocket frame 





Here is an adjustable sliding 
door pocket frame set for all doors 
2 to 3 ft in width. The set fits all 
standard 2 x 4 construction and 
handles doors 6 ft 6 in. to 6 ft 8 in. 
high in % to 1% in. thicknesses (Continued on page 64) (Continued on page 76) 
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HARDWARE BUSINESS ? 
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For more How's the Hardware Business see page 85 


>» Builders’ hardware sales outlook good 


> Retail sales are up 4 pct. in December 


> Trading stamps win in Fair Trade suit 


Where Is the Building Boom Headed in 1957? 
Experts Say Total Will Be Up, New Homes Down 


if you deal in builders’ hard- 
ware, your 1957 sales for new, pri- 
vate homes will be good, but down 
slightly. New construction of all 
types will climb about 5 percent. 


Commerce and Labor Dept. of- 
ficials recently gave an estimate 
that there would be 1 million new 
homes begun this year. This com- 
pares favorably to the 1.1 million 
starts in 1956. 

New construction of all types 
will be a record $46.4 billion as 
compared with the 1956 record high 
of $44.1 billion, the government de- 
partments said. 

Private industry is optimistic 
about 1957. The National Assn. of 
Real Estate Boards said recently: 
“Realtors expect improved flow of 
mortgage money for average-in- 
come families as a result of an in- 
terest-rate increase _ recently 
granted for FHA-insured loans.” 

Federal Housing Administrator 
Albert M. Cole has predicted new 
home construction will be “about 
like it was last year,” and he was 
“not alarmed” over the prospect. 

Mr. Cole listed several actions the 
administration is considering, 
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should the building rate show signs 
of deteriorating: 

1. Additional authority for the 
Federal National Mortgage Assn. 
to buy government backed mort- 
gages in the secondary (resale) 
market. This agency, known as 
Fannie Mae, has bought mortgages 

(Continued on page 85) 


Trading stamps ruled OK 
in Fair Trade appeal 

Use of trading stamps by retail- 
ers in Pennsylvania does not vio- 
late the state Fair Trade Act. 

This decision was announced re- 
cently by the Pennsylvania Su- 
preme Court, in an appeal brought 
by a group of druggists. The drug- 
gists had claimed that trading 
stamps violate the state Fair Trade 
Act. 

“The giving of trading stamps 
may be regarded as nothing more 
than the equivalent of a normal 
cash discount, which is merely a 
term of payment and not a price 
reduction,” the court said in turn- 
ing down the appeal. 


December retail sales 
nearly $19.5 billion 


Total sales in retail stores na- 
tionwide in December were nearly 
$19.5 billion, the Dept. of Com- 
merce reports. 

This figure is about 4 percent, or 
$183 million, higher than the $19.3 
billion figure of December, 1955. 
Total sales of all retail stores for 
the year hit a record high of more 
than $191 billion, 3 percent higher 
than the previous year. 

Sales in the hardware, lumber, 
building, and farm equipment 
group totaled $1.01 billion compared 
with $1.1 billion in December last 
year, and $1.1 billion in November, 
1956. 

Chain stores showed notable 
gains in December. Montgomery 
Ward sales rose 3 percent over last 
year. Sears-Roebuck volume topped 
1956 by a whopping 4.9 percent. 
Eleven months sales of both chains 
were ahead from 7.3 to 8.6 per- 
cent. 


Business failures rise 


Commercial and industrial busi- 
ness failures rose to 256 in the 
week ended Jan. 10, as compared to 
222 the preceding week, and 245 
in the comparable week of 1956. 
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“Self Service” Glue Selector Chart saves your salesmen’s time. 
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New Weldwood Adhesives Center 


1. SELLS MORE GLUE—Complete 2. LOWERS SELLING COSTS—‘Self- 3. UTILIZES WASTE SPACE-—RE- 
department in 4% sq. ft., displays | Service’ Glue Selector Chart (illus- DUCES INVENTORY — Needs no 
and stocks the four fastest selling trated at top) virtually eliminates counter or shelf space. Stands in any 
types of adhesives. Displays the glues — saJesmen’s time. Shows, at a glance, unused floor area. Carefully balanced 
you get calls for where people can _ the right glue, in right size, for right assortment eliminates slow movers— 


CEMENT 








Nationally Advertised — Famous 
Weldwood Wizard quickly iden- 
tifies Weldwood Glues, nationally 
advertised in Saturday Evening 
Post, Better Homes & Gardens, 
American Home, Living, Sunset, 
Hobby Books, etc. 
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increases your profits 3 ways 


see them. Invites buying. 


purpose — and the price. 


HERE’S WHAT YOU GET BY MAILING COUPON TODAY: 


reduces inventory. 

































































































Retail Retail Pes es eee ee ee Se ee See eee 
Size Price Quantity Size Price Quantity H UNITED STATES PLYWOOD CORPORATION | 
% OZ. 29 24 Yq O02. 19 24 r Dept. HA !-7G, 55 West 44th Street, New York 36, N. Y. ' 
yoy =. re o Phat rte on =. _ Hs } Rush my Weldwood Adhesives Center, complete with assortment r 
momar ae — 2 — rt om - ' described on this page, at special price of $99.89, delivered. ' 
Quart 245 6 Pint 1.79 6 ' STORE NAME I 
MY NAME 
Weldwood 3%207. 35 12 TOTAL RETAIL VALUE 143.44 I | 
Plastic Resin 80z. 65 12 § AdORESS ] 
Your cost 
Glue 1 Ib. 95 6 (at regular discount) 89.94 | CITY ZONE STATE | 
Special price on dis- BILL MY WHOLESALER 
Weldwood = = pint 1.00 12 clay unit (value: $40) 9.95 99.89 : u i 
Waterproof ilpint 3.10 6 CITY ZONE STATE | 
Resorcinol Glue lquart 4.90 2 Your profit $43.55 Diciunenenenénenunenanenananababenanenananenasend! 
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Roll up record sales with the exclusive new 


LadyArvin 


Roll-Away DeLuxe 


ADJUSTABLE ALL-METAL IRONING TABLE 


The ONLY ironing table 
with TWO sets of wheels! 


Taal 


rene! Of pene o 
<" Guaranteed by = 
Good Housekeeping 
a . 


5245 aovcanistn WHE 


Style 3130. Here’s the hottest new ironing table selling 
feature in years! With dual sets of wheels, the Lady 
Arvin DeLuxe rolls anywhere—even sideways into the 
slimmest storage space. This new Arvin “‘first’’ assures 
utmost handling ease—in addition to the maximum 
stability provided by Arvin’s exclusive triple-strength 
ventilated top . . . Arvin top quality features also pro- 


vide: Finger-tip adjustability, from either side, to any 
height from 24” to 36”... Safety lock . . . Sturdy, light- 
weight construction . . . Non-skid, rubber-tipped front 
leg ... Flat fold . . . Lots of knee and leg room... 
Handsome elliptical chrome-plated legs and feet, tur- 
quoise enameled top. Completely assembled. Lowest price 
among tables of similar quality, adjustability. 


SEE THE COMPLETE ARVIN LINE: 8 Models for profitable retailing from $6.95 to $14.95. 
Also 5 Lady Arvin ‘‘custom-fit’’ pads-and-covers. Sets from $1.98 to $3.98. Covers from 98c to $2.98. 


= ¥] ~~ 
a 
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( 


a 
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Style 3000. Lady Arvin, infinite 


Style 2535. Arvin 12-height ad- 
justable, from 23” to 36". Fin- 
ished throughout in turquoise 
enamel. 


Style 2200. Arvin Standard 
(non-adjustable). Solidly estab- 
lished best seller. Turquoise 
finish throughout. 


Style 2120. Arvin Economy (non- 
adjustable). Finished in turquoise 
enamel. Promotionally priced. 
Style 2520. Adjustable. Similar to 
above in appearance but adjustable 
to 11 heights from 25” to 36”. Yel- 
low top, turquoise legs. 


adjustability from either side, 
finished in turquoise enamel. 
Style 3100. Lady Arvin DeLuxe, 
Style 2635. Deluxe model of chrome-plated legs and feet, tur- 
above, with chrome-plated legs, quoise top. 

turquoise top. 


NATIONALLY ADVERTISED in leading women’s mass magazines 


Furniture and Housewares Division, Arvin INDUSTRIES, Inc., Columbus, Indiana 


Also manufacturers of Arvin Outdoor Furniture, Outdoor Grills, Home Radios, Portable Electric Heaters, 
Fans, Lectric Cook, and Automobile Heaters 
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These 
Thru big-space . 21 magazines 


color advertising 


February to June... | REGINA | 


21 magazines for you 


this Spring! 


FSSAGES 


LOOK 


LADIES’ HOME 
JOURNAL 


BETTER HOMES 
& GARDENS 


AMERICAN HOME 
McCALL’S 

GOOD HOUSEKEEPING 
HOUSE BEAUTIFUL 
HOUSE & GARDEN 


LIVING FOR YOUNG 
HOMEMAKERS 


FAMILY CIRCLE 
PARENTS’ MAGAZINE 
REDBOOK 

SUNSET MAGAZINE 
IMPROVEMENT ERA 
NEW HOMES GUIDE 
HOME MODERNIZING 


HOUSE & GARDEN’S 
BOOK OF BUILDING 


HOUSE BEAUTIFUL'S 
BUILDING MANUAL 


HOUSE BEAUTIFUL’S 
GUIDE FOR THE 
BRIDE 


BRIDE'S MAGAZINE 
MODERN BRIDE 
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will carry 


AT MILD 


to your customers 
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on famous, 


fast-selling 


REGINA = 


rhe unique vacuum cleaner with the plus market. Also sells as 


an extra to satisfied vacuum owners. Used in thousands of 


homes, hotels, motels. 


America’s first, best, most widely used 
polisher. Many giving trouble-free 
service even after 25 years of use. 


47 million! That's the total circulation of all Regina 
ads this spring. And there are more ads—with more 
power per ad—than ever before. 























































Get the most out of this great lineup of advertis- 
ing. Tell customers you have famous Regina appli- 
ances ...in newspaper ads, store windows, inside 
displays, mailing pieces. Customers will come right 


BEG 


- & THE REGINA CORP., Rahway 67, New Jersey 
in when they know you sell Regina. Se ae 
Z " re Write TODAY for Il am interested in the Model TS Polisher and Scrubber 
FREE dealer helps Electrikbroom Model A Floor Machine 

IMPORTANT ! Newspaper Mats Please send me 

- dine Name and address of distributor for my territory 
Regina Model A 16-Inch mete Stuffers REGINA dealer helps 
Twin-Brush Floor Machine TV Commercials STORE NAME 

+ es 

in full-page advertising in 5 institutional * Give-Away Booklets ASSaEssS 
publications with a circulation of over 200,000. ciry ZONE STATE 


In Canada: Switson Industries, Ltd., Welland, Ontario 


HARDWARE AGE, JANUARY 31, 1957 











RAS ary 


BESSA nn ee eS ge 
os ORS OR OSS Ee 


POINT-OF-SALE MATERIAL AND 
HEAVY ADVERTISING IN YOUR CITY 


—promotes Home Repairs and Improvements 
with Reynolds Do-it-Yourself Aluminum 

















The man from Reynolds knows your 
profit is important to his profit. So he’s 
ready to help you sell Do-It-Yourself 
Aluminum. 

How? National advertising that packs 
local punch. Over 22,000,000 readers of 
This Week, Parade and Family Weekly 
—papers in your city—will read how 
Do-It-Yourself Aluminum makes home 
repairs and improvements easier, more 
economical, and permanent. Point-of- 
sale material that commands attention 
and action will tell your customers to 

: - 4 buy Do-It-Yourself at your store. And 

Comes io variety of preformed shapes fa ” eas. & Reynolds network TV show—‘“‘Circus 

o Easy to wok with oraay a ——_ Al | Boy’”’, tells the Reynolds Aluminum 

ofts Rainn fditaten dail eI story to millions of viewers every week. 

7 Ask your man from Reynolds about 

the Home Repairs and Improvements 

promotion. See how Reynolds plans to 

brighten your sales picture with this 
full-scale promotion. 

Ask your Reynolds representative 
about point-of-sale material and Free 
Project Sheets. 
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See ‘CIRCUS BOY”’, Reynolds new dramatic series, 
Sundays on NBC-TV 


. | ead a } 

Pets ge 2 ' 

a ® spot e . 

=! REYNOLDS § 
1 Do-It-Yourself 


Reynolds Metals Company 
2500 South Third Street, Louisville 1, Kentucky 
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So youre goin’ suburban .. . 





Be wary—the benefits are many, but not without certain pitfalls 


Be prepared—profit from the planning of this dealer who knows his suburbs 





“What will happen to me, if I move to the 
suburbs?” 

This question worries many dealers harried 
by parking problems, thinning traffic, changing 
neighborhoods, and too much competition. 

These dealers neither want to stand still nor 
backslide. To do so is economic suicide. Yet all 
dealers have natural fears of drastic changes a 
major move brings. 

Branching out to the suburbs from down- 


High visibility for the interior is feature of this modern store. 


town congestion comes as second nature now to 
Carlisle Hardware Co. Central location for 
this company is at Springfield, Mass. But it 
recently opened its twelfth store at a suburban 
Springfield shopping center. 

Briefly, here are the facts about this giant 
new store: 

1. More than 21,000 sq ft of selling area on 
a main and lower floor. 

2. An irregular octagonal shape. Shortest 
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So yowre going suburban . . . 





Continued 


wall (front entrance) is about 92 ft. Longest 
wall about 237 ft. Both of these walls are glass 
fronted for display to bring in traffic. Each has 
a weather canopy. 


3. Main fixture for display is the gondola; 
35 are in use. They are 11 ft long. Three of the 
five interior walls are covered with perforated 
paneling to a height of eight feet. Even in so 
large a store, few feet of display space are 
wasted. 


4. Thirty-one employees (20 part-time) staff 
the store. 


5. Open weekdays from 7 a. m. until 9 at 
night. Saturdays, the store closes at 6 p. m. Best 
hours are at night. 





Aluminumware display indicates broad assortments, one of the 
reasons for Carlisle's success. en 
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Cleaning supplies are a major depart- 
ment, and note extensive drapery hard- 
ware department on the right. 


oe 
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Prepackaged merchan- 
dise, on wall displays, 
is feature of this hard- 
ware department. 
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Here is Carlisle’s floor plan for traffic 








1—Seasonal 
2—Appliances 
3—Clocks 
4—Small appliances 
5—Roasters 
6—Pantryware 
7—Cookware 
8—Stools 
9—Rubberware 
10—Chinaware 
11—Meta] cabinets 
12—Brushes 


13—Laundry 
14—Hampers 


15—Table lamps 


16—Bath shop 


17—Light fixtures 
18—Lamps 

19—F loor display 
20—Stove mats 
21—-Brooms, mops 
22—Paint 
23—Paint shaker 
24—-Mill supplies 


25—Paint brushes, 
sundries 


26—Hardware 
27—Polishes 
28—Plumbing, rope 
29—Luggage 
30—Power tools 
31—Shelf hardware 
32—Pantryware 


33—Automotive, 
wheel goods 


34—Hand tools 
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Location of departments numbered in floor 
plan below are identified by key beginning 


at the left. 
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35—Wood, copperware 
36—Pet supplies 
37—Gadgets 
38—Office 

39—Cutlery 
40—Typewriters 
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ENTRANCE 
41—-Sports 44—-Seasonal 
42—-Fireplace 45—Check out 


43—Cutlery, light bulbs 46—Wheel goods 









So you're going suburban. . . 





Continued 


What you can learn from Carlisle’s experiences. Here are ground rules 


for planning a move to, or another store in a suburban community. 


Study the success of this dealer to shape up your own successful business. 


Do 


. . . Pick a community where the 
customers have habits, customs, 
and incomes that you are used to. 
Carlisle Hardware knows the 
Springfield area. It has 12 stores 
there. 


. . . Through your own survey, or 
a professional survey, learn some- 
thing about the customers, the kind 
of merchandise they want, the kind 
of homes and gardens they have, 
and the kind of stores they now 
shop. Learn about facilities for ad- 
vertising. By doing these things 
you will avoid costly mistakes later. 


. . . Locate in a shopping center if 


possible. You benefit from abundant 
daily traffic. And, while you share 
in the cost, you can forget customer 
parking lot worries. You can gen- 
erally save advertising dollars by 
joining group ads for the center. 


... Plan to stock wide variety. 
Recognized suburban demand for 
full assortments cannot be ignored. 
For example, Carlisle Hardware 
stocks more than a dozen styles of 
clocks, each in about four color 
choices. 


. . . Allow for plenty of free park- 
ing, and accessibility to main roads. 
Carlisle is between intersecting 
highways, on a 16-acre plot, with 
parking for more than 400 cars. 


. . . Get the experts—hardware as- 


Broad assortment of clocks gives customer wide choice, cuts down on 
walk-outs and builds store's reputation for stock so customers think 


of shopping Carlisle's first for hard lines. 


sociations, manufacturers, whole- 
salers—to help you plan your floor 
layout. They will be glad to havea 
part in it, for they profit when you 
profit. Carlisle invited suppliers to 
join in its planning. One manufac- 
turer designed his own 11 ft gon- 
dola for more sales. 


. Make sure you will be seen in 
your new location. Carlisle has a 
giant neon sign and all-glass front 
and side windows to make it a bea- 
con of light, seen from far away at 
night. Open window fronts beckon 
passersby, night or day, because 
each can see the thousands of items 
and dozens of departments inside 
the store. 


. . . Weather - protect pedestrians. 
On wet days, a canopy, such as 
Carlisle’s full-length 20 ft over- 
hang, draws customers like a mag- 
net. If they like what they see in 
your windows, you'll have extra 
traffic in the worst weather. 


.. . Plan on at least semi-self ser- 
vice for busy hours. Traffic comes 
in spurts on busy days and eve- 
nings. Carlisle’s manager, Spencer 
F. Smith, says, “We try to go be- 
yond self-service. We believe we 
have self-selling here.” 


.. . Plan to hire help locally, with 
allowance for more part-time 
people. Carlisle has more than half 
of its staff on a part-time basis. 
Local help is important. They speak 
the language of the community. 
They are “at home” there. 


. Offer credit and other services 
at least on a par with other mer- 
chants in the area. If there is a 
central charge or time-pay plan, 
join it. Offer all the services cus- 
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ee en ae 


tomers have learned to accept in 
the other stores. 


.. . stock enough. Suburban shop- 
pers, much more so than downtown 
customers, are used to loading 


Don't 


... Move from a _ neighborhood 
with an average income of $5,000 
per year to one where the average 
is $15,000. Don’t try to sell a trade 
you know nothing about. 


.. . Figure all customers are alike. 
A power mower or color of paint 
may be a sales sensation downtown, 
yet may fall on its face a few miles 
away. Even though incomes and 
living conditions may be close to 
what you are used to, you will have 
to survey this new market from 
scratch. 


... Try to stand alone. You need 
traffic to pay for the expense of re- 
locating. Best way to get it is in 
or very near a shopping center. 


. . . Make the mistake of thinking 
you can narrow selections of items 
because you’re moving into a com- 
munity of relatively similar income 
and merchandise preferences. Sub- 
urban folks feel they are every bit 
entitled to as good a selection as 
the best downtown stores offer. 
They are right. 


. . . Go from the frying pan into 
the fire. Chances are your biggest 
single problem now is parking. You 
cure it when you locate in a shop- 
ping center. 


. . . Pick a plan out of the air be- 
cause it was suitable at another 
location. You need the tested help 
of those who know the workings 
of suburban stores and shopping 
centers. 


... settle for a tiny store sur- 
rounded by dozens of other stores. 
You will lose as much traffic as you 
gain. It is better to spend more 
and get a location that gives you 
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whatever they buy into the car. 
Out of stocks will drive your cus- 
tomers to competitors. 


.. . Let ’em know you are open. 
Send out a special welcoming let- 


an immediate identity to fast-mov- 
ing suburban shoppers. 


... Leave prospective customers 
scurrying for cover whenever it 
turns wet. They will run to the 
nearest store that has an overhang. 
Chances are they will buy there, 
too. 


.. . Plan on giving each customer 
the maximum attention you were 
noted for downtown. Suburban cus- 
tomers usually have a pretty good 
idea of what they want, and will 
gladly help themselves. During 
hours of traffic concentration, 
usually evenings, it is impossible to 
give more than token service. 


.. . Plan to have downtown regu- 
lars commute to new store. It isn’t 


ter, or better still, back it up with 
a big opening advertisement, as 
Carlisle did. Carlisle’s response 
was 2500 for the opening event. 
And the firm’s welcoming letter 
pointed out that the staff includes 
some of “your neighbors.” 


good for you or them. Don’t be re- 
luctant to train new, local help. 
They are your biggest asset in a 
new community. 


... Plan on suburban shoppers’ 
patience. Future orders filling up 
want books mean certain doom. 
Suburban shoppers are adamant 
about getting what they buy when 
they buy it. 


... Plan on gradual word of 
mouth advertising to replace radio 
or newspaper ads in building traf- 
fic. Remember, suburban shoppers 
hop right into their cars in re- 
sponse to a compelling advertise- 
ment. Good service leads to word 
of mouth acceptance. But the kind 
of traffic you want right away 
comes from forceful ads. ®End 


Store manager's office is elevated, near center of first floor selling erea 


for sweeping view of the floor. 


Personnel, F. B. Carlisle, left, store 


manager; Donald Hanson, in charge of basement selling; and Robert 


Shea, right, main floor manager. 





How to sell the 
farm market 


If you want to sell the rural trade 


you must understand the farmer 
and his everyday problems. Here is how 


a dealer has built up a big farm market trade with outside salesmen, 


advertising, store promotions and trade in follow ups 


Farmers can be a tough nut to crack. 

Dealers who sell farmers hardware, implements, 
and appliances know them as shrewd and cautious 
buyers. 

There are reasons for this. Farmers depend 
heavily on lump income from crop sales. Such in- 
come must cover many obligations. And the farmer 
is at the mercy of the weather. A few moments of 
hail, or an early frost plays havoc with his income, 
and his purchasing power. 

Hanley Implement Co., at Sun Prairie, Wis., has 
learned the value of understanding farmers’ prob- 
lems. It has based its selling program on personal 
contact, credit in tune with income, and an aware- 
ness that farmers have special needs. 

Hanley’s big-ticket implement and appliance sales 
record is outstanding. Here are some of the reasons 
why: 


The need 

Farmers need as many home appliances as city 
people. In fact, in the case of home freezers, they 
often need more. 

In the country the threat of discount houses and 
price cutters is not so great. So potential here is 
high. 

Add to this potential the need for water systems 
and the endless implements which are musts in 
farming. 

Who gets this big-ticket business in your area? 
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Maybe it is Sears or Wards. But around Sun 
Prairie farm customers look to Hanley. 

They look to Hanley, not because there is a short- 
age of chain or mail order competition, but because 
of warm service, fair trade-ins, and many other 
extras the chains envy. 

Customers trek to Hanley from big and small towns 
up to 50 miles away. They are willing to go out of 
their way because of the Hanley reputation for 
service and fair dealing in farm equipment. 

The lead 

Erich Lenz, Hanley’s secretary, has a budget of 
about $20,000 a year to blanket lower Wisconsin with 
advertising. Here is how it is used: 

Radio 
Television 
Newspaper 
Miscellaneous 

Radio is a big selling medium in farm country. 
There is considerably more time for listening than 
looking at TV and reading printed ads. 

One of the radio stations Hanley uses is at Madi- 
son, about 10 miles away. Other stations are used, 
but more than 96,000 residents hear Hanley’s broad- 
casts in Madison alone. 

The firm issues mimeographed bulletins to 2000 
farmers near Sun Prairie for special sales of hard- 
ware, appliances, or farm implements. 

Hanley’s trade-in program gets strong backing in 
advertising. The store does big volume with a regu- 
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lar system of trade-ins, much the same as with auto- 
mobiles. A tractor only a couple of years old is far 
from obsolete. Many farmers prefer to renew such 
items while they still have high exchange value. 

This heavy ad budget brings in many leads for 
outside salesmen to follow up. 

Few dealers can afford a $20,000 ad budget. But 
every dealer should spend a fair amount of his 
gross sales figure to build up bona-fide leads for 
outside salesmen to convert to orders. About 2 per- 
cent is an average budget. 

Store employees are urged to turn in the names of 
friends, neighbors, and relatives who are interested 
in appliances. Each employee gets a bonus for every 
lead that results in a sale. 


The call 

Hanley’s two outside men are kept busy with leads 
from employees and advertising. And their calls 
are more than just a fast pep talk on merchandise. 

It is not unusual for a Hanley salesman to spend 
half a day on a farm. He talks over chores with the 
farmer in the field. He helps the farmer’s wife decide 
on an appliance in her kitchen. Or maybe he plans 
a new kitchen. At any rate, he becomes a friend to 





ie 
cox 


Crowds mean store traffic. Here is | 
how one dealer does it, outdoor buf- 
fet suppers and with demonstrations. 
A spring demonstration will pull 
2000 farmers and their families. 
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the whole family. And eventually he will see his 
courtesy calls pay off in sales. 

At Hanley, salesmen have to be familiar with 
local market conditions. A farmer is generally in a 
better buying position when his cash is in for crops, 
even if he wants to buy on a time payment plan. 

Do your salesmen know the best times to sell? 


The lure 

One of the biggest reasons f.r Hanley’s success is 
its trade-in program. By accepting trades, usually 
regardless of condition from almost new to scrap, 
the firm has built a reputation worth a thousand 
advertisements. 

Hanley figures it costs $22 to handle a used ap- 
pliance. This covers reconditioning, delivery, in- 
stallation, and one service call. 

If examination of a trade-in shows it will not bring 
this $22 plus a fair profit, the appliance is junked. 
More than 125 tons of junk is sold for scrap every 
year. 

Hanley salesmen keep a record of farmers who 
need used appliances. Almost every trade-in of a 
used appliance has a ready market because of this. 

(Continued on page 52) 


















How to start a rental department 


Five key steps to establishing a rental department are: 








O 


SUBURBAN 


EQUIPMENT RENTAL 


CORPORATION 


INTRODUCING A NEW TYPE OF SERVICE 


For the home, business, and building industry. The below listed 
items and equipment are available for rent by the hour, day, 





week or longer. For further information please phone 











WAYNE 5206. 
523 W. LANCASTER AVE. ° STRAFFORD-WAYNE, PA. 
WAYNE 5206 ° ADEQUATE CUSTOMER PARKING 
SANDING MACHINES Pipe Dies MOVING EQUIPMENT 


Floor Sanders and Edgers 
Car Sanders and Buffers 
Belt Sanders 

Oscillating Sanders 

Disc Sanders 


POWER TOOLS 


Electric Hammers 
Drills 

Circular Saws 
Chain Saws 

Post Hole Diggers 


CARPENTER’S TOOLS 


House and Floor Jacks 
Siding Cutters 

Saws and Levels 
Sledge Hammers 
Wedges 

Mitre Box 

Stapling Gun 

Stud Drivers 
Generators 


PAINTERS’ EQUIPMENT 


Paint Burners 

Paint Sprayers 

Step Ladders 

Straight Ladders 
Extension Ladders 
Tubular Steel Scaffolds 
Drop Cloths 


WALLPAPERING EQUIPMENT 


Paste Table 

Paper Edger and Cutter 
Paste Brushes 
Smoothing Brushes 
Wallpaper Steamer 


PLUMBER'S TOOLS 
Blow Torches 
Caulking Irons 
Pipe Cutters 


Pipe Vise and Tripod 
Pipe Wrenches 
Sewer Auger 

Pipe Reamer 

Flaring Tool 

Tubing Cutter 

Power Pumps 

Pipe Pusher 


PARTY & BANQUET NEEDS 


Silverware 

Dishes and Glasses 
Card Tables 

Folding Chairs 

Coffee Urns (48 cups) 
Punch Bowls and Cups 
Serving Trays 

Banquet Tables 

Ash Trays 

Cocktail Glasses 


HOUSEHOLD EQUIPMENT 


Electric Heaters 
Electric Fans* 

Floor Polisher 

Floor Scrubbers 
Commercial Vacuum 
Commercial Polisher 
Rug Shampoo Machine 


CEMENT TOOLS 


Mortar Box 

Edgers and Groovers 
Trowels and Hawks 
Cement Mixer 
Mortar Hoes 

Wheel Barrows 


MECHANIC’S TOOLS 


Wheel Puller 
Chain Hoist 

Tap and Die Set 
Soldering Guns 
Wrenches 
Electric Welders 
Misc. Auto Tools 


Block and Tackle 
Car Top Carriers 
Hand Trucks 
Appliance Trucks 
Furniture Pads 
Trailers 


GUEST NEEDS 


Rollaway Beds 
Baby Cribs 
High Chairs 
Play Pens 
Strollers 
Tricycles 


INVALID NEEDS 


Wheel Chairs 
Hospital Beds 
Crutches 
Commodes 
Walkers 


GARDEN & YARD TOOLS 


Power Mowers 

Hedge Clippers (Elec.) 

Axes 

Forks 

Garden Hose 

Mattox 

Lawn Mowers 

Post Hole Diggers 

Tree Pruners 

Lawn Rollers 

Spreaders 

Wheel Barrows 

Weed Sprayers 

Wire Stretcher 
ythe 

Roto-tillers 


HEALTH & EXERCISE 
EQUIPMENT 
Rowing Machines 


Bicycle Exercisers 
Sun and Heat Lamps 


for Getter Suburban Living 








@ Survey your market 

@ Select your inventory 

® Check insurance 

@ Set rental fees 

® Promote your department 


Like most other dealers, you are 
continually looking around for 
new departments to add to your 
store. 

You want departments that wiil 
build traffic, increase sales and in- 
crease profit. 

You’ve read about how a tool 
rental department does just such a 
job for other dealers and you’ve de- 
cided you would like to go into tool 
rentals. The question in your mind 
is how to get started. 

Here is a five-step program for 


setting up a tool rental department: — 


. Survey your market. 
. Set aside a rental inventory. 
. Take out insurance. 


. Set your rental fees. 


NO & fc eo ™ 


. Promote your rental depart- 
ment. 


These are the five steps Robert 
W. Copeland and F. R. Jackson 
took when they set up Suburban 
Equipment Rental Corp., in Straf- 
ford-Wayne, Pa., last fall. 

Let’s go over each of these steps 
in detail. 


< 


This mailer was made from a news- 
paper ad used by Suburban Equip- 
ment Rental Corp. Note the hole 
punched in the top so customer can 
hang the card for future reference. 
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Surveying your market. Ask your 
customers if they would be inter- 
ested in renting tools and what 
tools they would like to rent. Check 
your competition to see what rental 
items, if any, they offer. This will 
help you with your second step. 

The rental inventory. Your sur- 
vey has given you a key to the 
items to offer. Now take these 
items out of stock, or order them, 
and set them aside strictly for 
rental purposes. Manufacturers’ 
representatives will help you select 
the particular mode] best suited to 
rental needs. 


Don’t remove an item from your 
rental list because it doesn’t rent 
right away. If you want to change 
your inventory after you start, add 
—don’t subtract. A check list of 
customer requests will bring you 
up-to-date on the more rentable 
items. 

Insurance. Your insurance agent 
can help you with this. Basically, 
you should carry insurance against 
theft and also against liability in 
case someone is hurt using any of 
your equipment. 

Rental fees. There are several 
ways to figure what rental charges 





Store management 





should be. You want to figure the 
cost of the item, how often you ex- 
pect it to move, what servicing and 
repairs it may need, and how long 
it will last. Quite often a competi- 
tor’s rates will influence the fees 
you set. 

Still another rule of thumb for 
setting rental fees is the one which 


Customer rental form is filled out in triplicate. One copy goes to the customer. One copy goes to the daily journal. 


One copy is kept in the rental file. 





SER 


SUBURBAN EQUIPMENT RENTAL CORPORATION 


523 W. LANCASTER AVE. © WAYNE 5206 ¢ 


SALES AND RENTALS 


SER 


STRAFFORD—WAYNE, PA. 
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*® Health & Exercise Equip. 





% Party and Banquer 
Needs 





% Household Equipment 








* Baby Needs 








DaTE 
% Carpenter's Tools 
NAME 
*% Power Tools 
ADDRESS 
% Painter's Equipment 
% Moving Equipment TOWN 
%& Cement Tools Tet. No AuTO LICENSE 
t Mechanic's Teele Out: Date i 
*% Plumber's Tools 
; ; ESTIMATED TIME OF RETURN: DaTE_ CFS 
% Contractor's Equipment 
ACTUAL TIME OF RETURN: DATE aS 





RE a teliad 


% Invalid Needs 
% Garden and Yard Tools 


% Sanding & Polishing 
achines 








LICENSEE—TAKE NOTICE—Licensor uses 
Licensee acknowledges that the 
condition, and 


or indirectly, from said leased equi 





pment. Licensee 
workmanlike manner, Licensee agrees to 


. be responsible 
to said equipment during this rental period, normal wear and tear being expected. 





TEM RENTAL RATE TOTAL 
PER HOUR/DAY | RENTAL CHARGE 
WD bods ce. 
DEPOSIT ... 








SIGNATURE 
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How to start a rental department 





says the cost of the item should be 
paid for after 10 rentals. This is 
one of the methods used by Mr. 








We have them for rent plus almost 
anything else needed for the home. 
Phone Wayne 5906 to reserve your 
needs. 


Punch Bowls -:- Cups -:- Card Tables 
-:- Paint Sprayers -:- Spreaders -:- Guest 
Beds -:- Chain Saws -:- Cocktail Glasses 
-- Posthole diggers, etc. 


SUBURBAN EQUIPMENT 
RENTAL CORPORATION 


Lssoeslsicidiseansiiasauateniaanseaaiaaaaaaa 


(Continued) 


Copeland and Mr. Jackson in set- 
ting their fees. They also based 
some of their fees on what other 
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dealers charged for similar items. 


Promotion. This last step is im- 
portant because you can’t expect 
your rental department to bring 
results unless your customers know 
you offer rental service. 


Post signs in your store calling 
attention to your rental depart- 
ment. When a customer buys mer- 
chandise such as paints or sand- 
paper, point out that you have tools 
he can rent to help him with his 
work. 


Advertise. Stress seasonal items, 
such as power mowers, in your 
newspaper advertising and on radio 
or television. 


Use consumer mailers. You may 
already have a mailing list of 
charge customers. 


Making a mailing list 


If you don’t have a mailing list, 
you can compile one by going 
through your telephone or city di- 
rectory. The telephone directory 
will give you names alphabetically. 
The city directory will give you 
names by street addresses in your 
area. City directories can be found 
in libraries and at the local cham- 
ber of commerce. 


Now you’re ready to reap some 
of the advantages of having a tool 
rental department. 


First, it will increase your traf- 
fic. Customers have to visit your 
store to pick up and return rental 
items. Don’t deliver except for the 
very large items. Otherwise you 
will lose store traffic. 


Second, it will increase your 
sales. You can make tie-in sales 
with your rental items. You may 
sell the same tool to a customer 
after he has once rented it. You 
can apply rental charges toward 
the cost of the item to encourage 
the sale, or you can even sell the 
used tool when its rental life is 
ended. 


Your increased profits will fol- 
low. ®End 


< 


Promote seasonal items with local 
newspaper ads such as this. 












How to make sales 
during a grand opening 





Pre-opening promotions plus opening day features and merchandise 
specials attract 5000 visitors who make 2000 cash purchases 


When new hardware stores open many people visit them out of curiosity, and with 
no intention of buying merchandise. Some visitors are attracted in the hopes of get- 
ting free souvenirs. 

A new store’s opening can attract both lookers and cash customers. The C. W. 
Chapman Lumber Co. proved this with the three-day opening of its Home Improve- 
ment Center in Waterloo, Iowa. 

More than 2000 cash sales were rung up on the cash register during the opening 
last September. 

Sales included 350 specially-priced step ladders, as well as four car ports at $300 
each. (Continued on next page) 





Modern front identifies firm and gives all-weather protection to window shoppers. ™— —> 
ne ss a | Smee eaeaiaaiae es Nile 
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Grand opening sales 





(Continued ) 


Joseph F. Chapman, president of the company, 
and Herbert F. Ide, store manager, estimate that 
5000 people visited the store during the three- 
day opening sale. 

The Home Improvement Center includes a 
complete hardware store as well as a building 
materials division. 

The new store, affiliated with Our Own Hard- 
ware Co., is three blocks from downtown Water- 
loo. It has 30 parking places in its own lot in 
front of the store. There are also on-the-street 
parking spaces available near the store. 

The firm used newspaper, radio and television 
advertising to publicize opening of the store. 
Drawings for merchandise were announced in all 
media, no purchases being required for participa- 
tion. 


Newspaper ads show store 


On Sept. 13, the day prior to the first of three 
opening days, the firm used all but two outer 
columns on each of two facing pages of a local 
newspaper to tell the story of its new store. 
Photos showed the exterior and part of the in- 
terior of the store. 

The ad included a map of the section of the 
city in which the store is located. 

A local television station telecast its ““Man on 
the Street” program from the store on Sept. 14. 

Refreshments, kiddie rides, do-it-yourself dem- 
onstrations and special prices on housewares, 
tools and do-it-yourself items induced customers 
to attend the three-day opening sale. 

The new home improvement center is designed 
to serve an expanding home materials market. 
The firm sells to do-it-yourself customers, con- 
tractors, and farmers. 

The new store abuts the main lumber ware- 
house and has an attractive landscaped area at 
the front and along the side. 

Mr. Chapman believes that a modern hardware 
and lumber store needs both beauty and utility, 
factors which are included in modern shopping 
center planning. 

The Chapman store, measuring 96 x 48 ft, 
faces Sycamore St. in this city of 75,388 popula- 
tion. The store was designed by Cecil Magee, of 
the Chapman staff, and cost about $50,000. 

It is a semi self service unit and has a check- 
out counter close to an automatic exit door. 

Directly outside this exit is a model car port 
where customers can load their purchases during 
bad weather. 


30 
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2—Seasonal lines take the spotlight in store's main aisle. 


The store front is made of quarter-inch plate 
glass, a 12 in. wire cut Norman red brick wall, 
and a.so portions of redwood. 

A raised 6-in. sidewalk bounds the store ex- 
terior on two sides, while a 4-ft wide aluminum 
overhang provides shade and shelter. In this 
overhang are 10 spotlights recessed along the 
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Check floor plan diagram 















for location of profit producing departments 


Numbers of floor plan refer to illustrations of displays to left and below plan 
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entire length of two sides of the store. The lighting system cost $9,000. There are 15 


Spotlights also are directed on the store sign spotlights in the store. 
higher up. There is perimeter heating in the floor in 
The in-store lighting consists of four banks vitrified sewer pipe. 
of fluorescent lighting, totaling 41 sets of four Air conditioning is furnished by two 314-ton 
tubes, each 8 ft long. Switches are arranged so units. 
all lights can be turned on at once, or alternated. (Continued on page 50) 
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What 'll it be 


a partnership 
or corporation 


Part 2 


Tax rates have a lot to do with what salary you take from your store. The 
best salary, tax-wise, is taken up in this second article prepared by J. K. Lasser 
& Co., well known firm of tax advisers. The first article, published in HARDWARE 
AGE, Jan. 17 issue, page 57, took up the fundamentals of operating your store 
as a partnership or corporation. The third article will take up details of con- 


verting to a corporation. 


by Howard F. Elin 
Partner 

J. K. Lasser & Co. 

New York 

and 

Sydney Prerau 

Director 

J. K. Lasser Tax Institute 


When an unincorporated business succeeds, per- 
sonal income then begins to fall subject to rates 
higher than corporate rates. There is a current tax 
saving by shifting personal income over to a cor- 
poration. 

Assume a married man filing a joint return has 
investment income equal to his exemptions and de- 
ductions. As soon as his business income hits $16,000, 
he begins to pay a tax at a rate in excess of 30 per- 
cent—the lowest corporate rate. Use of a corporation 
may allow a division of total business income be- 
tween salary, which is deductible by the corporation 
and taxable to the individual, and a residue of cor- 
porate income. 

On $32,000 business income the best division is 
$16,000 salary and $16,000 retained earnings taxable 
to the corporation at 30 percent. 

Assuming investment income equals exemptions 
and deductions, the following table shows the income 
levels at which the corporate becomes less burden- 


some on additional business income than the per- 
sonal rate: 


Corporation earning Corporation earning 
$25,000 or less - more than $25,000 - 
30% tax rate 52% tax rate 


Joint return $16,000 $36,000 
Separate return 8,000 18,000 
Head of household 10,000 24,000 


From this table you can see that if you file a joint 
return, your best salary on the first $16,000 of cor- 
porate earnings (before salary) is all the earnings. 
On a joint return, no part of the $16,000 is taxable 
at more than 30 percent—most of it, at a lower rate. 
At corporate rates, all of the $16,000 would be tax- 
able at 30 per cent. 

If the corporation’s earnings (before salary) ex- 
ceed $16,000, the next $25,000 is best left in the cor- 
poration (from a best salary point of view). The 
next $25,000 would be taxable at 30 percent in the 
corporation. On a joint return, income in excess of 
$16,000 is taxable at rates higher than 30 percent. 
In other words, until the corporate earnings exceed 
$41,000 ($16,000 plus $25,000), the best salary re- 
mains at $16,000. 

When the corporation’s earnings (before salary) 
exceed $41,000, the excess should increase the $16,- 
000 best salary until that salary reaches $36,000. The 
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corporate rate on income over $25,000 is 52 percent. 
The 52 percent rate is not exceeded on a joint return 
until income goes over $36,000. By adding to the 
$16,000 all earnings in excess of $41,000 (before 
salary), you keep the corporate rate on the remain- 
ing $25,000 at 30 percent and pay no more than 52 
percent on what you withdraw. 


Once the salary under the above formula reaches 
$36,000, it is best to leave the excess earnings in the 
corporation. These excess earnings are taxable at 
52 percent in the corporation. Withdrawing a salary 
of more than $36,000 subjects the excess to a tax of 
more than 52 percent. So, once the corporate earn- 
ings (before salary) reach $61,000, the best salary 
becomes and remains $36,000. 

Based on the explanation of the calculations above, 
the table “Best Salary For One Individual Owning 
A Corporation” shows the best salaries for those 
filing joint returns, single individuals, and heads of 
households. (In each case, for simplification, it is 
assumed that your income other than salary from 


the corporation is equal to your personal deductions 
and exemptions.) 


There is a very important limitation on the best 
salary computation. 


No matter what salary the corporation pays you, 
it can only deduct the amount of the salary if it is 
reasonable. So although your best salary may be 
$36,000 according to the table above, the Treasury 
may argue that a reasonable salary for your services 
is not more than say $20,000. 


If the Treasury position is upheld, the corpora- 
tion’s deduction for the salary it pays you will be 
limited to $20,000. 


Incorporating to take advantage of special situations 


Apart from the usual reasons for incorporating, 
you may have a special situation where incorporat- 
ing can increase your net-after-tax income consider- 
ably. Often this occurs in real estate operations and 
investment situations. 





Here are several examples of how this may come 
about. 


Example: Incorporating to step up real estate 
return. 


You own rental property for which you paid $100,- 
000 and which is worth that today. The property 
returns $10,000 a year in net rentals before the 
depreciation deduction. The depreciation deduction 
is $2000 a year. You transfer the property to a newly 
formed corporation for $50,000 worth of stock and a 
$50,000 first mortgage. 

The corporation pays an annual tax of $2400 (30 
percent of $8000—$10,000 rents less $2000 deprecia- 
tion), leaving it $7600 in cash after taxes ($10,000 
of net rents before depreciation less the $2400 tax). 

Using this $7600 each year it can pay off the 
mortgage to you in about seven years. At the end of 
the seven years, the property may still be worth 
$100,000 (because of increasing real estate values). 
At that time, you could sell your stock for $100,000, 
realizing a $50,000 capital gain (your stock basis is 
$50,000). 

So, in all, you have recovered $150,000 ($50,000 in 
mortgage payments from the corporation plus $100,- 
000 on the sale of the stock) on your original invest- 
ment of $100,000 in the property, or a profit of 
$50,000. 

The mortgage money you received is taxfree. The 
only tax you pay on the $50,000 profit is $12,500— 
25 percent of the $50,000 capital gain, leaving a net 
return-after-taxes of $37,500. 


Here is what would have happened if you kept the 
property in your own name during the seven year 
period: 


Each year you would have collected $10,000 in 
rents before the allowance for depreciation and been 
able to keep $3200 after taxes. (The net income 
would be $8000—after allowing for depreciation. In 
your bracket, you would keep only 15 percent of 
that, or $1200. Adding that to the $2000 that you 
were able to keep via the depreciation deduction 


Best Salary for One Individual Owning a Corporation 

















If you file a joint return If you file a separate return If you file as head of household 
And corporate Then best And corporate Then best And corporate Then best 
earnings (before salary earnings (before salary earnings (before salary 
salary) are Is salary) are Is salary) are Is 
Not more than _ All earnings Not more than All earnings Not more than All earnings 
$16,000 $8,000 $10,000 
Between Between Between 
$16,000 and $8,000 and $10,000 and 
$41,000 $16,000 $33 ,000 $8,000 $35,000 $10,000 
Between $16,000 plus Between $8,000 plus Between $10,000 plus 
$41,000 and earnings in $33,000 and earnings in $35,000 and earnings in 
$61,000 excess of $43,000 excess of $49,000 excess of 
$41,000 $33,000 $35,000 
Over Over Over 
$61,000 $36,000 $43,000 $18,000 $49,000 $24,000 
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gives a total of $3200.) In seven years, that gives 
you a total of $22,400. 

If you sold the property after the seven-year pe- 
riod, you would have $14,000 capital gain ($100,000 
less your $86,000 basis—$100,000 cost less the 
$14,000 depreciation allowed over the seven-year 
period). 

The capital gains tax on $14,000 is $3500. This 
$3500 further reduces your seven-year net return of 
$22,400 to $18,900. (Since the $14,000 capital gain 
is created by the depreciation deductions taken over 
the seven-year period, it is not really income to be 
included in figuring the net return on the invest- 
ment. It has already been included in figuring the 
seven-year net return.) 

Thus, by incorporating your real estate you in- 
crease your return from $18,900 to $37,500. 


Example: Using a corporation as an investment 
vehicle. 

If corporate income is $25,000 or below, the tax on 
dividend income it receives is 4.5 percent. If corpo- 
rate income is over $25,000, the tax is 7.8 percent. 
This follows because corporations pay tax on only 
15 percent of the dividends they receive. Fifteen 
percent of 30 percent (tax rate on first $25,000) is 
4.5 percent; 15 percent of 52 percent (tax rate on 
corporate income over $25,000) is 7.8 percent. 

Transferring stocks to a corporation will give tax 
shelter. 


The company can avoid personal holding company 
penalties even though it has so much dividend in- 
come if it receives more than 50 percent of its income 
from rents or other operations. 

Here is how one investor with $50,000 of dividend 
income taxed at a 60 percent-rate was able to cut 
current tax on that income from $30,000 to $2250: 

He transferred mortgage rental property pro- 
ducing $56,000 a year to a corporation and also the 





stocks producing the $50,000 of dividend income. 
Because of the corporate dividend credit, dividends 
yielded $47,750 to the corporation against the $20,000 
formerly returned to him. 

After tax on $56,000 rental income, he had about 
$75,000 left in the corporation to pay off the mort- 
gage on the rental property and build up equity for 
himself which he could eventually take at capital 
gain rates—either by liquidation of the corporation 
or sale of the corporate stock. 

Before transferring real estate to step up dividend 
return from stock, weigh the value of depreciation 
to yourself personally, especially if you are a high- 
bracket taxpayer. Particularly, consider the big de- 
preciation deductions allowed in early years. 

Evaluate what you lose in depreciation against the 
amount of dividend income which you can shift to 
corporate tax shelter. 

Note though, if you retain your real estate, depre- 
ciation reduces your basis, and lifts your tax on 
ultimate sale. On corporate holding, you realize ulti- 
mate gain on your stock—tax cost for that is not 
reduced by depreciation taken by the corporation. 

It might pay to hold off incorporation until depre- 
ciation deductions drop or dividend income increases. 

Another danger to watch for is accumulated earn- 
ings penalty tax. But the law permits up to $60,000 
of earnings to be retained in the corporation without 
such penalty. 

By transferring real estate subject to a short-term 
mortgage, the corporation can furnish an economic 
reason for a larger accumulation of earnings. It 
needs to accumulate rapidly to pay off short-term 
mortgage. 


The third article in this Lasser series will 
take up details of converting to a corporation 
setup. This final article will be published in 
the next issue of HARDWARE AGE. 





Extra Space for Sporting Goods Displays 
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Additional display space for smal! 
and large sporting goods items 
was obtained at Hinz Hardware in 
Milwaukee through the use of a 
5x10-ft perforated panel strip at- 
tached to the rear wall of the 
store. Painted a light green the 
panel features fishing rods, guns, 
baseball gloves and related mer- 
chandise in the appropriate sea- 
sons. 
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"CRESTOGRIP” 
A new and better Utility Plier 


QUICK, POSITIVE 
ADJUSTMENT 


Cut-away view OAR 
Hn 1) Peal Pebble x 


Extra generous 
bearing surface ae of iat 
loads. 











CRESTOGRIP No. P210 Utility Plier should not 


H A LF A Cc ENTURY be confused with ordinary “‘slip-joint” pliers. Its box 
OF FINE TOOLS joint provides twice the strength of the conventional 


lap joint and eliminates sideways twist and strain. 


The Crescent Wrench, originated It will grip flat, square, hex or round objects with 
in 1907, is probably the most im- powerful leverage. Adjusts to four positions up to 
itated hand tool in the world to- 1" capacity. It has no rivet projections and meas- 
day. Through the years Crescent ures only 14” at its thickest point. Handsomely fin- 
has not only improved this famous ished in rust-resistant zinc plate. Overall length, 914”. 


wrench but hasdesigned many new 
tools to fill the needs of changing 
industry and specialized skills. 
Crescent Tools are sold by Hard- 


ware Dealers and Industrial Dis- Te, 
! RESCENT TOOLS = 
CRESC ) 


tributors everywhere. 


| Cive Wings lo Work 


FE ee ee Rr at - AEN ee 






Sign of lhe “rtisan 
Furl of Crccllence 


aman scan a a en cites oa : 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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BIG ADS February, March, 
April and May Issues of 


e HOUSE & HOME SUCCESSFUL FARMING 


e CONSTRUCTION EQUIPMENT 
e CONTRACTORS & ENGINEERS 


Plus supporting Ads in 
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Show ‘em how and they'll buy 


Key to increasing plumbing supplies in small store: use sketches of actual 
installations and depend on catalog selling to make up for lack of inventory 


If you operate a small store, selling plumbing sup- 
plies and fixtures may be a problem. 

Because of your limited space, you can’t stock as 
much as you would like. Consequently, you don’t sell 
as much as you would like. 

What can you do to increase your volume in these 
lines? 

Catalog selling is one answer. But you must offer 
your customers something extra to make them buy 
from you through a catalog when they can go else- 
where to see and buy the actual merchandise. 

Your extra must be expertness. You have to con- 
vince your customers that you know plumbing and 
can solve their problems. When you do that, most 
customers will feel obligated to buy from you be- 
cause of the advice you have given them. They will 
buy even though they have to wait for delivery from 
a catalog order. 

An easy way to impress a customer with your 
knowledge of plumbing is to exhibit a sketch in your 
store, showing typical plumbing rough-ins for a 





The difference between 
two fixtures is explained 
to a customer by Al Cop- 


pin. 
. 


bathroom, a kitchen sink installation, a water heater 
installation, and a dishwasher installation. 

By using different colors, you can make your 
sketch more easily understood. You can draw in fix- 
tures in green, water pipe in red, and waste pipe in 
black. 

Alongside the sketch you can post a chart listing 
the various materials used and prices of different 
lines of materials. This will give customers an idea 
of the cost of different installations. It also will help 
you make estimates for different jobs. 

This is the method used by Al Coppin, owner 
of Coppin Hardware, a Marshall-Wells store in 
Puyallup, Wash. His store has only 1,500 sq ft, 80 
few fixtures can be displayed. 

Still Mr. Coppin sells many fixtures—mostly from 
the catalog. The reason is his sketch showing the 
plumbing rough-ins. Mr. Coppin says that in 75 per- 
cent of the cases where he sells the rough-in, he also 
sells the fixtures. 
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Silver Steel 


Gis 








Borg-Warner Corporation 
INDIANAPOLIS 9, INDIANA 


PRODUCTION 


welcomes 
to its Nationwide Family of 


Silver Steel. 
Hardware Distributors: 


*& SUPPLEE-BIDDLE-STELTZ COMPANY 
BRISTOL AT FIFTH, PHILADELPHIA, PA. 





* BELKNAP HARDWARE and MFG. COMPANY 
111 EAST MAIN STREET, LOUISVILLE, KENTUCKY 


* JANNEY-SEMPLE-HILL COMPANY 
22-26 SOUTH 2ND STREET, MINNEAPOLIS 1, MINN. 


* HIBBARD-SPENCER-BARTLETT COMPANY 
2201 HOWARD STREET, BOX NO. 312, EVANSTON, ILLINOIS 


* MARSHALL WELLS COMPANY 
LAKE AVE. SOUTH, DULUTH 1, MINN. 


Branches— 


2702 MONTANA AVE., BILLINGS, MONTANA 

1420 N.W. LOVEJOY STREET, PORTLAND 8, OREGON 
1258 1ST AVE. S., SEATTLE 14, WASHINGTON 

131 E. MAIN AVE., SPOKANE 2, WASHINGTON 


@ These well-known companies represent the ATKINS policy of selective distribution and are equipped 
to supply your needs with a complete line of ATKINS B-W Silver Steel Saws, Saw Tools, Files, Knives, 
Garden Tools and Accessories. Direct TWX-Teletype communication with the ATKINS factory assures 
immediate service on special requirements. 


For Fast Service on Merchandise that Moves... CALL YOUR ATKINS B-W DISTRIBUTOR 














ATKINS |W) SilverSteel. 


For 100 Years— America’s Most Distinguished Line of Saws and Related Hardware Items 
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FREE New 


“Do-It-Yourself” 


DISPLAY RACK 


with Assortment #1300 


SEND TODAY FOR 

COMPLETE CATALOG 

AND INFORMATION 

ABOUT DEAL +1300 . 











L ottore 


from Hardware Age readers 





A death knell 


Dear Editor: 

We wish to commend you for the 
very fine editorial which appeared 
in the Oct. 11th issue of HARDWARE 
AGE, on p. 7 

If the manufacturers only knew 
it, they are helping, in a big way to 
sound the death knell of thousands 
of small independent hardware deal- 
ers throughout the nation. Too late, 
many people will find that the ser- 
vices found only in small stores will 
no longer be available to them. 

Sincerely, 
H. Hintz 
Hintz Hardware 
Berkley, Mich. 


Dear Editor: 

I would appreciate two or three 
copies of the editorial “But He 
Went Bankrupt” by W. A. Phair, as 
it appears in your magazine of Oct. 
25, 1956. 

Very truly yours, 

Roy E. Smith 

West Plains Hardware Co. 
West Plains, Missouri 


Self-Supporting Display 


By supporting a perforated board 
panel on two uprights at Dalton 
Hardware in Waterloo, lowa, the 
unit may be moved for cleaning and 
change of display. Used on a wall 
adjoining a visual front, and some- 
times at other points in the store. 
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ONLY AUTOYRE gives you complete lines of matched 
metal bath accessories in every price range...every 
consumer budget! 


ONLY AUTOYRE gives you quality merchandise that 
outclasses, outsells all others combined! 

ONLY AUTOYRE gives you powerful self-selling, 
pre-tested mass merchandise displays! 


ONLY AUTOYRE gives you year-round national consumer 
advertising pre-selling your customers! 


AND NOW...only AUTOYRE brings you 


the greatest basic 








development in 
TEU ELCOUISLC ee 
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PATENTED 


ARMORIZED PROCESS 


* Nick proof! + Dent proof! + Life-time Durability ! 


Armorization is a sensationally new manufacturing 
process so revolutionary it was granted a patent! The 
basic metal itself, under this process emerges with a 
smoother, tougher, harder, flawless pre-plating surface! 
This assures a new high in durability of Fairfield acces- 
sories—a smoother finish than ever before! Here’s the 
ultimate in consumer satisfaction— guaranteeing you 
add-on sales in the entire Fairfield line. 





The Greatest Name in Bathwares 
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PATENTED 


CHROME-I2 FINISH 





: - Triple luster! + Triple life! * Scratch proof! + Rust proof! 
| 
Added to the Armorized process comes a new patented 
; chrome finish development— CHROME-12! Never be- 
ai fore such sparkling jewel-like beauty! Side by side with 
any other... Fairfield’s new CHROME-12 outshines 
them all! America’s most popular bath and kitchen ac- 
cessories sell faster than ever before with this great new 
sales plus! 
es 
y 
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ARMORIZED CHROME-12 process and finish are 
exclusive features of Fairfield. However, the CHROME 
12 finish is now applied to all Autoyre chrome lines fo1 
superlative brilliance and corrosive-resistance th: at triples 
the life of the product! 
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A Subsidiary of Ekco Products Compan, 








Fishermen of every type have long 
regarded Old Pal as high quality equip- 
ment they can rely on; equipment that 
will give them years of enjoyable, 
trouble-free use. 

Dealers have found Old Pal to be a 
best seller, year after year. The Old Pal 
name brings new customers in... 
keeps old customers coming back. 


No. 370 
Plastic 
Tackle Kit 


Ideal for spin 
fishing. Features 
two clear plastic 


hinged lids with positive locks that open indi- 
vidually. Lures are clearly visible at all times. 
New style piano type hinge guards against 
breakage. Equipped with belt loop. Sixteen 
compartments. 


No. 10 Kidney 

Shape Bait Box 
Heavy gauge, one-piece @@ 
steel body. Hinged steel Pag 
lid. Green enamel finish. } 
Belt loop fastens without 
opening belt. 


No. 15-10 GF 
Minnow Bucket 
Galvanized, floating model. 
Two-Piece, Round, Perfo- 
rated Inner Pail. Comfort- 
. able, full-size wood grip on 
¥ handle. Positive acting 
clasp locks lid tightly. 
10-qt. capacity. 


No. 10F Air 
Feeder Bucket 


Round; solid fiber cover. 
Strong, welded steel wire 
frame. 10-qt. capacity. 


No. A6S Galvanized 
Wading Minnow Can 
Oval shape; galvanized 
steel body. Deep drawn, 
perforated lid with con- 
venient handle. Equipped 
with 48’’ adjustable 
shoulder strap. 2-qt. 

capacity. 


Order your profit-building OLD PAL Fishing 
Equipment from your wholesaler, now! 


Write for complete catalog 
©] LD PA L, IN oe Subsidiary of 
Animal Trap Company of America 
Lititz, Pa. » Pascagoula, Miss. « Niagara Falls, Can. 





What the Law Says 


Complaints Must Be 
Made in Reasonable Time 


by ALBERT WOODRUFF GRAY 


A South Carolina dealer pur- 
chased a quantity of varnish and 
made payments on account. Sev- 
eral months later the dealer be- 
gan to get complaints from cus- 
tomers that the varnish “wouldn’t 
dry,” “would soften when rubbed”’ 
and “wouldn’t work.” 

When the varnish company 
brought suit for an unpaid bal- 
ance of $455, the dealer made a 
counterclaim for $3000 in dam- 
ages for deductions and allow- 
ances he had made to customers 
in settlement of claims for these 
defects. 


Customer made no waiver 


The seller contended in his suit 
that the buyer, who kept the var- 
nish for over a year — during 
which time he had made payments 
on account—had waived claims he 
might otherwise have had for de- 
fects or inferior quality. 

The South Carolina court in its 
decision referred to an earlier 
case in which a hardware dealer 
had sued to recover on a promis- 
sory note given by the purchaser 
of a heating plant. After the note 
had become due and was still un- 
paid for over a year after the 
equipment had been delivered, the 
purchaser complained about the 
heater. 

When the state’s Supreme Court 
decided the case, it held that un- 
der the circumstances the pur- 
chaser had not waived the defect 
nor lost his right to claims for 
damages. 

The court said in this instance, 
“It is doubtless true that where a 
buyer has the opportunity to in- 
spect his purchase before its ac- 
ceptance he may be held to have 
waived any defects that were ap- 
parent. But here the defects com- 
plained of could be made to ap- 


pear only by actual use. 

“After actual use the defects 
now complained of were not called 
to the attention of the dealer for 
a long time. But this is explained 
by the purchaser, by saying that 
they were making every effort to 
make a fair trial and give the 
plant the fullest opportunity to do 
its work.” 


Then, following the law of this 
case in its decision on the action 
brought for a recovery of the price 
of the varnish, the court said: 

“If the materials involved in 
this controversy were defective 
and unsuitable for the purpose for 
which they were purchased, such 
fact could not have been deter- 
mined at the time of delivery and 
could only have been discovered 
when used.” 


Law adjusted to needs 


In its conclusion that the buy- 
er’s complaint had been made 
within a reasonable time, the 
court referred to another decision 
which it had rendered several! 
years before. 

The court said: “The law on 
this subject should be adjusted 
to the needs of the business world 
and be made as simple as possible. 
We believe it to be in the interest 
of justice and to fairly express 
the sense of business men upon 
the subject, that the mere accep- 
tance of the property will not as 
a matter of law, bar a recovery 
for breach of warranty although 
an inspection of the property 
would have led to a discovery of 
the breach.” 

The court further said, “All the 
facts are to be considered to the 
end that it may be determined 
whether the buyer has unreason- 
ably delayed in giving such notice 
to the seller.” 
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B.EGoodrich suggests: 


Sell twice as much 
Koroseal hose this year 


Two new hoses carry Koroseal name. 
Sell with less effort, in less time, 
no increase in your investment. 


ou sell more in less time — make 
b porte profit, too—with Koroseal 
hose. It takes less ‘‘selling talk’, less 
explanation, because people know 
Koroseal, know what it costs, what 
its advantages are. 


For next spring you have a wider 
price range, two new hoses to sell with 
the Koroseal name. They should prac- 
tically double your Koroseal volume 
without taking any more of your time 
and effort. 


Koroseal King Size is larger, gives 
faster flow and more sprinkler cover- 
age, is still a third lighter than ordinary 
rubber hose, and advertised at $9.95 for 
50 feet. You pay your distributor only 
$6.65 and make 49% profit (mark-up). 


Koroseal Imperial, is advertised at 
$7.95 for 50 feet. You pay your distrib- 
utor only $5.33 and make 49% profit. 


Koroseal Extralite is smaller, carries 
less water, advertised at only $5.95 for 
50 feet. You pay your distributor only 
$3.98 and make 49% profit. 


Koroseal Crystal is translucent, won't 
turn grayish brown or hard after long 
exposure to hot, bright sun as some 
hose does. Same size and price as Koro- 
seal Extralite and you make the same 
profit, 49%. 


With these new hoses to sell, you 
get twice as much advantage of the 
Koroseal name as you have ever had 
before. 


Lasts 10 Years 


Koroseal is the on/y hose of its type 
that has been sold in big quantities 
for more than ten years. If you hap- 
pened to sell some of that first Koro- 
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seal hose 10 or 11 years ago, chances 
are you know of many lengths that 
have been in use all that time. The 
brilliant colors may have dimmed a 
bit in time, but the hose is just as 
strong and flexible as it was when new; 
most of it has never had a leak. 


Hose women like 


Your customers know from Koroseal 
hose advertisements that it’s a third 
lighter than ordinary rubber hose. They 
know they can leave it out all year if 
they want to, don’t have to drain and 
put it away carefully. Women like it so 


7 


much they often take over the entire 
job of lawn sprinkling. (After that, the 
men like it more than ever. ) 


Often sells itself 


Koroseal hose now comes in new dis- 
play cartons, five lengths to the carton. 
Open a carton and it forms a brilliant 
display. Then the hose itself comes on 
discs with display centers. Prices are 
shown in big figures. Bottoms of the 
discs fold into “stand up’”’ easels. Then 
the coils stand anywhere. People can 
see and read the discs. Often they 
buy on sight because they know the 
hose is what they want. Even if they 
take time to ask questions, Koroseal is 
still the easiest hose to sell. Your cus- 
tomers know (and you know) that 
B.F.Goodrich backs it up, guarantees 
its high quality, expects the hose to 
last many years in normal service. 


Display all types 

Make the Koroseal name work for 
you by displaying all the types listed 
above. Let people see there are differ- 
ent prices. That’s the way to make 
sure you don’t lose sales, the way to 
get easy extra sales. Ask a distrib- 
utor’s salesman about it. Get ready to 
double your Koroseal sales next year! 
B.F.Goodrich Industrial Products Co., 
Akron, Ohio. 


Koroseal—T. M. Reg. U.S. Pat. Off. 


GARDEN HOSE 
BY 


B.EGoodrich 








Simple displays help sell 
39 chain saws in a vear 


Window and in-store displays 
help a southern dealer sell 35 chain 
Saws in a year. 

The firm sells these saws in 


A prospect from a rural area inquires 
about a power saw displayed in the 
paint department. 


prices ranging from $195 to $330. 
A unit which retails at $210 is the 
best seller. 

Martin & Vaughn in Columbia. 
Tenn., maintain an inventory of 


as high as five units during much 
of the winter. Although the firm 
does not take these saws out to 
farms to give demonstrations, mem- 
bers of the staff do demonstrate 
their use on logs at the store. 

Saws are sold on an all-cash basis 
as well as on time payment plans. 
A time payment sale plan usually 
provides for one-third down, with 
the balance in monthly installments. 

This firm stocks a complete stock 
of replacement and repair parts 
for the chain saw line it sells. It 
offers full service and repairs on 
these units, and on other hardware 
and implement lines it sells. 


How one-man size store 
Boosted store traffic 


Can a small one-man neighbor- 
hood hardware store use business- 
building promotions? 

Here’s one man’s experience. 

Rumford Hardware, at 237 New- 
man Ave. in E. Providence, R. L., 
is a one-man 28 x 40 ft neighbor- 
hood store. Owner Irving Siper- 
stein figured his small store could 


benefit with a cut-down version of 
a give-away promotion. 

At a cost of $80 he staged a two- 
week promotion that produced ex- 
tra business totaling $700 in Sep- 
tember and $400 in October 

Here is how his costs stacked up. 

He paid $10 for a 3-column 2-in. 
ad in the local newspaper; $19 for 
2000 printed circulars offering mer- 
chandise specials; $50 for a power 
lawn mower given away on cus- 
tomer registrations. 

Circulars were prepared by Mr. 
Siperstein and printed to his or- 
der. He spent half a day with eight 
boys to distribute the circulars. It 
took three hours. He paid each 
boy $4. He took in every street 
with the boys making certain that 
every home received a circular. 

His conclusion is that the pro- 
motion paid off, not only in im- 
mediate results, but in long-rang- 
ing building. He plans to repeat 
the promotion in the spring. The 
give-away, he has found, should 
be something worth more than $50. 

The promotion was a third an- 
niversary sale. 





You carry a quality line 
with a quantity demand 
when you stock Kimble 
Glass Towel Bars. 

They are made in a wide range of 





KIMBLE GLASS BARS 
AN (I) pRopuct 


A bar for every purpose, a price for every purse 


KIMBLE GLASS BARS 


sizes and styles to fill every customer's 
need. They are designed to give the 
maximum of consumer value but 
priced to stimulate sales and give you 


high profit margin. 


Owens-ILLINoIs 


GENERAL OFFICES - TOLEDO 1, OHIO 





Don’t delay, place your order today 
with your wholesaler or write for one 
nearest you. Address Kimble Glass 
Company, subsidiary of Owens- 
Illinois, Toledo 1, Ohio. 
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You'll SELL MORE 
PROFIT MORE 
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@ Sturdy, modern floor € F TD. 
displayer. Takes little , he 
space—makes many < \ 


“impulse” sales. | oa ae | 
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@ Mat Illustrated AW on 


$S-1 ca i 


Stainless Steel Queen 


Arictm 
. ats | 

There’s nothing like 

volume to make profits 
grow ... and Aristo-mats give you real 
volume. Powerful national advertising 
and attention-getting publicity make 
Aristo-mat one of today’s top sellers. 


Offering ideal protection for stove 
tops, table tops, and grease-catching 
wall surfaces, they’re a natural for 
your kitchen conscious customer. 
Practical is the word for 
Aristo-mats. And profitable is the 
word for dealers carrying them. 


. , . Se i + ae These unmatched features mean 
@ Patented, safety ring, , Wee 
Kant-Kut-Korners. Perfect cae : ) og EXTRA SALES, EXTRA PROFITS for 
also for hanging mats Se. re, | 
as well eoetecans. ae as you: @ Sell Aristo-mats and you sell the finest! 


@ Asbestos-cushion 
backing to withstand 
up to 350° heat. 


vy P- 


a. | A division of PHOENIX TABLE MAT CO. 
igid-edge 
construction for double strength. 1718 E. 75th Street : Chicago 49, Ill. 


Prevents warping. 


Aristo-mat's Triple Features will make plenty of sales for you! 
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Profit Points 
for You in New 
Supplex Plastic Pipe 


$500,000 in 1948 to $45,000,000 in 1955. Open your door to this great growing market 
That’s the story of the startling growth of 


—feature Supplex pipe—the quality pipe. 
Here are 5 big reasons why it is easier to 
Are you getting your share? sell Supplex profitably. 


flexible polyethylene plastic pipe. 
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Certified Safe for Drinking Water— 


Bears the Seal of Approval of the Na- 
tional Sanitation Foundation, Ann Arbor, 
Michigan. Non-toxic, absolutely safe, 
even for human drinking water! 











Streamlined Stock— 

One high grade pressure-tested Supplex 
pipe in six diameters equips you to sell 
95% of all jobs where flexible pipe can 
be used. 


= 

Packaged for Protection and 

Sales Appeal— 

Unique package design (Caterpillar- 
Wrap) guarantees delivery of pipe in 
perfect condition from factory to con- 
sumer. No job failures or returns because 
of transit damaged pipe. Easy to store, 
carry and handle. 

| h 








Consumer Advertising— 


To pre-sell your customers, plus... Stuff- 
ers, Advertising Mats, and many other 
sales aids to help you sell Supplex. 








& 


{tr 


= 


es, 
Fittings and Clamps— 


A complete line of high-impact poly- 
styrene adapters, couplings, elbows and 
tees—N.S.F. approved—and ail stainless 
steel clamps (housing and screw too), 
available for all diameters. 
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Colorful— 
Sales Building 
Dealer 


Display 


Tells and Sells in only 15” x 4”. 


Counter unit gives your custom- 
ers a chance to see and feel the 
high quality Supplex pipe. They 
can look through the smooth 
bore, smooth as a rifle barrel. No 
chance for scale and algae depos- 
its to form on the inner surface. 


The sample fitting and clamp on 
the pipe in the display clearly 
shows your customer that the only 
tools necessary to install long 
lengths of Supplex pipe are a 
screwdriver and jackknife. 


The compact display makes sell- 
ing easier—eliminates the need to 
stock bulky packages on your 
selling floor. 


Ask your jobber for complete in- 
formation on Supplex pipe or use 
the coupon below. 


SUPPLEX COMPANY, GARWOOD, 
N. J., Division of American Hard 
Rubber Company, Pioneers in 
Plastic Piping for Farm, Home 
and Industrial uses. 





Write now for sample and full information 








SUPPLEX COMPANY, 


Division of American Hard Rubber Company, 


335 Broadway, New York 13, N. Y. 


Rush me airmail full information about your Supplex Flexible 
Plastic Pipe and a sample for my inspection. 


NAME 





STREET. 





CITY 


STATE 





I normally buy such material from 


JOBBER 








CITY 


STATE 

















How to make sales during a grand opening 





The north wall of the new store 
is of frame construction, 2 x 6 studs 
are used with eight-inch insulation 
panels. Perforated board faces the 
store interior. 

The west wall abuts the lumber 
warehouse, which has a 13-in. wall. 
Into this wall 2 by 4’s are furred. 
All high up levels in the store are 
lined with light yellow perforated 
board. 

The floor in the new store is 
vinyl tile in 9 x 9 in. sandpiper and 
dark brown squares. 

The store ceiling is 12 ft high. 

The roof is a built-up gravel 
and pitch construction, with 6-in. 
insulation batts. A novel feature is 
that the roof is ventilated between 
all joints. A slight grade permits 
moisture to run off this type of 
roof. 

The store fixtures were designed 
by Messrs. Chapman and Magee, 
and were constructed by the store 
staff. The 5 x 9 ft islands are made 





(Continued from page 31 


of birch trim and plywood. The 
size of the islands permits the use 
of that size plywood panels without 
cutting. The islands and wall fix- 
tures are finished with a coat of 
varnish over butternut stain. The 
plywood in each island is painted 
with one coat of a light blue from 
the store’s stock. On some islands 
the lower area stock shelves are 
open, while others have sliding 
doors with wooden tracks made by 
the store staff. 

Perforated board is used around 
the upper wall] areas above the fix- 
tures to display merchandise. These 
products are well spaced and are 
chiefly large items. 

A flat-top special island shows 
some lumber and building mate- 
rials. One-inch lumber and ply- 
wood is used in their construction 
and they are painted a_ willow 
green. Messrs. Chapman and Ma- 
gee visited many stores before 
building the new store. 


Your business is known to 


Aisles in this store are of vary- 
ing widths. One facing the glass 
and brick front is 9% ft wide. Two 
other aisles between islands are 4 
ft and 314 ft. 
in. wide. 

Oifices and washrooms are near 
the check-out area. A nail bin, de- 
signed by Mr. Magee, faces stairs 
which leed to an area containing 
odds and ends of lumber stock. This 
bull pen attracts many customers 
looking for individual 
lumber. 

With establishment of this new 
home improvement market, the 
store has stepped up its advertis- 
ing to about 2 percent of its esti- 
mated sales volume. 


Cross aisles are 40 


pleces of 


Advertising 
consists of radio, television, direct 
mail and newspaper copy. 

There are five employees in the 
new store, and another 15 in the 
lumber yard and offices. Store hours 
are from 8 until 5:30 daily, except 
Monday when most Waterloo stores 
are open until 9 p.m. The Chapman 
lumber yard is closed at 1 p.m. 
Saturdays, but the hardware and 
lumber store stays open until 5:30 


hardware suppliers from coast to coast 


through your listing in the Dun & Bradstreet Reference Book 


This week, our 140 offices across the Na- 
tion are pouring in the mail thousands of 
requests for financial statements of retail- 
ers, wholesalers, and manufacturers in 
the hardware industry. 

You can help us to reflect your business 
accurately by sending us a copy of your 
year-end financial statement as soon as it 
is available. 

Important hardware suppliers in all 
markets rely on the Dun & Bradstreet 


Reference Book and Dun & Bradstreet 
Credit Reports to help them give prompt 
shipments on credit to their customers. 
Your current financial statement is the 
most important single element in keeping 
the credit report on your business, and 
your listing in the Dun & Bradstreet Ref- 
erence Book, accurate and up-to-date. 
Will you send us, or ask your accountant 
to send us, a copy of your current bal- 
ance sheet just as soon as it is available? 


Dun & Bradstreet, Ine. 





140 Offices in Principal Cities of the United States 
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HARDWARE WEEK 
SPECIAL HS157 


DURO PLASTIC . RETAIL VALUE 
ALUMINUM 12-Pak Display 


reagent of — a DURO PLASTIC ALUMINUM | 2:00 

is amazing ‘Metal in 

wet Form.” bi age in 6-Pak Display M x . D E A L E a by 
a colorfu -pa is- 

play soca a DURO HANDY-PATCH 6-00 


sample apoteation. 2 FREE tubes Remember DURO PLASTIC 


.00 ALUMINUM is also available in 

DURO PLASTIC ALUMINUM 2 larger sizes for consumer and in- 
dustrial use: 12 oz. can. ..$1.35; 

.00 I'/p Ib. pint can. . .$2.50; and the 

— *20 3 Ib. quart can only $4.00. The 
8 oz. can of DURO PLASTIC 


es ALUMINUM Solvent is 50¢. 
puro hondy-poxn YOUF Cost Only *108° 


The new self-soldering 


patch that repairs large 4 
rusted out holes, leaks, YO Uj x 3 Q 0 e | T Q 2 0 
and tears. Six kits to 


the display. 








Order from your jobber 


HERE IT IS the hottest special of them all. You 
ene ° get an 
ADVERTISED IN extra $2.00 profit plus these all important point of sale aids. Ask 
L | & e your jobber salesman for DURO'S Hardware Week Special. You'll 


be glad you did. 
POPULAR 


mecHANics MATT MOC ee Uh 


’ ror “Ff myicy eat =. 


\ P 


1391 EAST 33rd STREET . CLEVELAND 14, OHIO 
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How you can sell the farm 
market with promotions 


Top Protits for You in 57 
GENUINE 


= 


SHOTGUN SHELLS! 





(Continued from page 25) 


Farmers and families are urged 
to visit Hanley at night for ap- 
pliance and implement demonstra- 
tions. Cooking schools, often at- 
tended by about 150 women, are 
also held in the store to build 
traffic and sales. 

When did you have your last 
cooking school? 

If you check your gas and elec- 
tric companies, and some of your 
suppliers, you would find several 
willing to help stage classes in 
cooking. It’s worth the effort. For 
few in-store promotions are more 
successful in terms of traffic, im- 
mediate sales, and a backlog of 
w. leads. 

Hanley holds a big spring meet- 
ing every year. More than 2000 
farmers and their families come to 
hear about new farming tools, 
machinery, and appliances. The 
music of a local band and free 
buffet suppers help raise atten- 
dance. 
ia ia as This once-a-year general con- 
ae = FASTENER a tact with the trade opens up many 


= = ea hele 4 a new leads for outside men to work 
= lox 7 2 on. 
= A Snare 


fo a te v ; The result: 
ie d : - 2s e 


ea... a 
REFILLED 


In 1956 more dealers 
sold more ELEY SHELLS 
than ever before! 


Why ? 
Because ELEY’S 128 year reputation 
for quality is unsurpassed, and because: 
domestic shotgun shells retail for 
approximately 107 more. 
Available in all popular types: 
e Alphamax Magnum (2%4”) 
e Alphamax (Long Range) 
e Grand Prix (Field, Trap, Skeet) 
12 Gauge only. Full freight allowance, minimum 10 cases. 
See for yourself at the NATIONAL SPORTING GOODS SHOW, 
MORRISON HOTEL, CHICAGO, FEBRUARY 3-7, BOOTH 111 
Or Send for Full Details and Prices Today! 


S. E. LASZLO - HY-SCORE ARMS CORP. 


DEPT. HA 25 LAFAYETTE STREET, BROOKLYN 1, NY. 


A few lucrative territories 
ore available for live. 
Wire representatives. See 
am Maiten at the sho 





mm 


\\\\ 


Hanley sells more than 1000 big- 
ticket items a year, according to 
its president, Arthur Hanley. This 
breaks down to more than three 


units a day in a community of only 
2200. 


Here, briefly, is why: 


Ba 


te 
Dies and | 
= Templates) 


Ap 


3 
Tom 


another 


extra! 


i ee 


2305B North 11th St. « 


KEM >T8 Sreel Bt 


Popular package 8-oz. can fitted with 

Bakelite cap holding soft-hair brush 
for applying _— at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


Ss oo 


z 
\ 


vessel 


THE DYKEM COMPANY & 


Established 1920 


St. Levis 6, Mo. 





The Sharon way of “packaging for profit” 
not only saves store space — reduces sales 
time — Minimizes inventory investment, 
but Sharon lets you “‘stock ‘em and forget 
‘em” ... thanks to our automatic stock 
refill service. 

The “Hero” in this case, is the Sharon 
Serviceman, who keeps your assortments 
filled — as regular as clock work. 


And then, there’s the Sharon “Commercial” 
pack —a decimal pack of 100, which you 
may select in preference to the old standard 
gross packages (Sharon has both!) START 
MAKING FASTENERS PROFITABLE — 


contact Sharon today. 
WITH SHARON . . . YOU'LL SPEND 


MORE TIME COUNTING CHANGE — 
LESS TIME COUNTING FASTENERS. 


— VP do, POR LE 
Vi OFW00", VO 





1. Saturation advertising in a 
radius of 50 miles. Many sales and 
many more leads come from long 
distances away as a result. 

2. Wide acceptance in area. 
Hanley is known for service and 
fair dealing. Its backlog of good 
will is a commodity you can’t buy. 

3. Trade-ins are promoted. Many 
competitive chains and stores talk 
down or refuse trades. Hanley 
not only breaks even on trades, it 
shows a profit. 

4. Personal touch in _ selling. 
Outside salesmen know area farm- 
ers and their families as friends. 
A day spent talking to the farm 
family may not make a sale at 
once. But eventually sales result 
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You sove time.. 


Handi-Paks 


Handi-Paks are the first and only pipe 
fitting packages designed specifically for 
Hardware sales. This attractive, convenient 
package puts sales glamour into pipe fit- 
tings. Makes them a fast moving, profitable 
line that’s easy-to-handle. 


. 


No other pipe fitting _ 


line offers these 
Handi-Pak advantages 
that mean extra profits! 


Easier To Order: 


You buy in convenient full- 
box quantities. Inventory 
records are easier to keep. 
Speeds ordering. 





Easier To Stock: 


Wholesalers and Dealers 
save as much os 35% of 
required stock space, 
Handi-Paks pack well, . . 
stack well. Simplifies inven- 
tory balance for better 
customer service. 


Easier To Handle: 


Wholesalers and Dealers 
order in convenient size box 
quantities. No counting . . . no 
loose fittings. You fill orders 
faster ... save stocking and 
inventory time. 





























x 


Easier To Sell: 

Properly displayed, at- 
tractive Handi-Poks draw 
customer attention for add- 
ed plumbing sales. Orders 
average larger than with 
loose fittings. instant part 
and size identification 


‘speeds sales. 


A single source for 
all your pipe fitting needs 
Galvanized and Black U-Cote Malleable Iron 
Pipe Fittings —Unions—Plugs and Bushings — 
Cast Brass Solder Joint Pressure and Drain- 
age Fittings—Cast lron Drainage and Screwed 
Fittings— Steel Nipples and Couplings— Insert 


Fittings for Plastic Pipe. 


HARDWARE*AGE,: JANUARY 31, 1957 





Make more money... 


Sell the complete line of U-Brand 
pipe fittings in Handi-Paks. 
See your wholesaler or write for 
complete profit information today! 


The 


Union Malleable 


Manufacturing Company 
Ashland, Ohio 





from this warm, personal contact. 

5. Demonstrations and schools. 
In-store activities such as cook- 
ing schools, appliance demonstra- 
tions, and yearly merchandise 
previews keep interest high. 

6. Employee bonuses for leads. 
Every person in your store can be 
an eager salesman. Hanley’s em- 
ployee bonuses keep morale high 


Packed in one carton with order while steadily increasing sales. 
of 60 pounds! You get 5 one-pound 


packages each of 6d, 8d, and 16d 


common nails, 4d, 6d, 8d, 10d, and Up-Front Displays Aid 
16d box nails, and 4d, 6d, 8d, and 


10d finishing nails. Total shipping Rentals of Floor Sander 
MERGEE Sp. gene. Up-front display in the paint de- 


partment helps an Indiana hard- 
ware dealer keep his floor sander 
and edger busy most of the time. 

Many customers sold on floor re- 
finishing can also be interested in 
doing paint-up jobs. 

Classified ads suggest the idea 
to many people. These ads carry 
the message, “Let us help you make 
your old floors new with our floor 
sanding and finishing equipment.” 

To help make store employees 
more enthusiastic about the use of 
these machines, the firm permits 

them to take the units home when 
cat pee a ~ time they are not rented. Knowledge 
of 5 packages .. . Small SS gained by these home trials is 
stock, fast turnover! passed on to customers. 


Display for electric cord 


NOW you can make money on 


small-quantity sales . . . with Atlas Packaged Nails. 

Save time and fuss too. No more measuring out, weighing, 
bagging, and tying of small purchases. Use this bright new 
“help yourself” Atlas Packaged Nail Display. It’s loaded with 
eye-catching, handy, compact boxes of Atlas Nails. A great boon 

to impulse-buying! : 

PROFIT HINT. Keep your bulk nails in the storeroom. Sell —_. 
them to bulk nail buyers at a profitable bulk nail price. You => 


eR Ri 


- 


Here's a handy, staff-made display 
unit for electric cord used at the 


A. H. McLeod & Co. store in Mobile, 

TACK Ala. It is made from 2x6-in. planks 

fastened to floor and ceiling. Coils 

a) CORP. of wire are hung on iron bars fast- 


ened on one end with a nut. Rolls 


FAIRHAVEN, MASS. * HENDERSON, KY. | ™2y 5e removed by taking off nut 
and pulling out bar. 
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popular sizes of Types S and SJ 


ROYAL: “HANDL-P AKS" 
* Bettot shelf storing — no-rélly 
easily: a ue 
® Cleanet: ted: Meike < ae 250 
“Handi-Paks” Beliver. clean cord < 


ectric CORPORATION 
1 CKET, RHODE ISLAND 


at t; 
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ek 
eee - 
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with special selvages 
—the key to 
better screening jobs 


Twelve-wire selvage (five flat hee 


wires and seven round wires) 


Here’s a compelling sales feature for your cus- 
tomers—the gold strand that marks the special Ten-wire selvage 
reinforced selvages of Gold Strand Insect Wire @D (all round wires) 


Screening. It will mean better screening jobs for 
them ... and more satisfied customers for you. 

These special selvages assure long screen life .. . 
provide a good body for tacking . . . help prevent 
screen from pulling out of molding. What’s more, 
Gold Strand Screening lies flat—a feature that’s 
important to the do-it-yourself handyman as well 
as the professional. 

Gold Strand is offered with special ten-wire sel- 
vage or the even stronger twelve-wire selvage. Avail- 
able in Galvanoid, Antique or Bright Bronze, and 
Aluminum... a screen to meet every type of job... 
to fit every pocketbook. 

What’s more you don’t have to carry a large 
inventory. That’s because Gold Strand is made by 
the largest producer of insect wire screening—a 
producer who can deliver promptly from a well- 
stocked, nearby warehouse. Contact your jobber 
for full details. 


GOLD STRAND 


INSECT WIRE SCREENING 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
4462 THE COLORADO FUEL AND IRON CORPORATION 





























WICK WIRE SPENCER STEEL DIVISION—Atlonta «+ Boston « Buffalo * Chicago * Detroit * New Orleans * New York ¢ Philadelphia 
THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo -¢ Billings * Boise * Butte * Casper ¢ Denver 
El Paso « Ft. Worth © /4Houston «Lincoln (Neb.) «© Los Angeles * Ockland * Oklahoma City *¢ Phoenix ¢ Portland 
Pueblo «¢ Saltloke City °* San Francisco © Seattle * Spokane * Wichita © CF&I OFFICES IN CANADA: Toronto ¢ Montreal 
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Convention Calendar 


1957 


1958 





conventio 


ns shows 


conferences 














Convention Check List 





For complete details about the convention listed by dates below use 
the alphabetical listings following this quick check list. 


1957 
February 

3- 5 North Coast Retail Hardware 
Assn. 

3- 6 Oklahoma Hardware & Imple- 
ment Assn. 

3- 7 National Sporting Goods Assn. 
Convention 

3-14 Gift Show, Chicago 

4. 6 Kelley- How- Thomson Co. Mer- 
chandise Show, Duluth, Minn. 

4-6 New York State Retail Hardware 
Assn. 

5- 7 Wisconsin Retail Hardware Assn. 

5- 8 lowa Retail Hardware Assn. 

6- Connecticut Retail Hardware 
Assn. 

6- 7 Emery-Waterhouse Co. Merchan- 
dise Show, Portland, Me. 

10-11 Rice & Miller Co. Merchandise 
Show, Bangor, Me. 

10-12 Alabama Retail Hardware Assn. 

10-12 Tri-State Hardware & Implement 
Assn. 

10-12 Virginia Retail Hardware Assn. 

10-13 California Retail Hardware Assn. 

10-13 Coast to Coast Stores, Inc. An- 
nual Meeting Minneapolis 

11-13 Ace Hardware Corp. Annual 
Convention & Exhibit, Chicago 

11-13 Ohio Hardware Assn. 

11-13 Our Own Hardware Co. Annual 
Stockholders Meeting & Mer- 
chandise Show, Minneapolis 

12-14 Nebraska Retail Hardware Assn. 

13-14 Emery-Waterhouse Co. Merchan- 
dise Show, Manchester, N. H. 

17-18 Arkansas Retail Hardware Assn. 

17-19 National Garden Supply Dealer 
Show, New York 

17-19 Northern Wholesale Hardware 
Co. Convention & Merchandise 
Show, Portland, Ore. 

17-19 West Virginia Hardware Assn. 

17-22 Decatur. & Hopkins Co. Spring 
Open House, Boston 


18-19 Marshall-Wells Co. Convention, 
Spokane 

19-21 Hardware Assn. of the Carolinas 

19-21 Kentucky Retail Hardware Assn. 

19-21 Missouri Retail Hardware Assn. 

19-21 Pacific Southwest Hardware Assn. 

19-22 New England Housewares Show, 


Boston 

20-22 New England Hardware Dealers 
Assn. 

21-22 Marshall-Wells Co. Convention, 
Billings 


24-25 Mississippi Retail Hardware Assn. 

24-28 Michigan Retail Hardware Assn. 

24-March | Gift Show, New York 

25-27 Marshall-Wells Co. Convention, 
Portland 


March 

3- 5 Cotter & Co. Merchandise Show 
& Stockholders Meeting, Chi- 
cago 

4. 8 Gift Show, Boston 

6-15 American Toy Fair, New York 

7-19 Florida & Georgia Retail Hard- 
ware Assn. 

17-20 Gift Show, Philadelphia 

19-21 South Dakota Retail Hardware 


Assn. 
31-April | Louisiana Retail Hardware 
Assn. 
April 
7-11 Southern Hardware Convention, 
Palm Beach, Fla. 
May 


16-17 National Assn. of Sheet Metal 
Distributors Spring Meeting, Phil- 
adelphia 


June 


13-15 Texas Hardware Boosters Club & 
Texas Wholesale Hardware Assn. 
Conventions, San Antonio 

18-20 Industrial Supply Convention, San 
Francisco 








National Events 


Industrial Supply Convention, June 





18-20, at San Francisco, Calif. 
Attendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 
quarters for National Southern 
Distributors’ Assn. and Southern 
Industrial Distributors’ Assn. Spon- 
sored by ASMMA, W. B. Thomas, 
Hunter-Thomas Associates, 2130 
Keith Bldg., C-eveland 15, Ohio, 
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business manager; NIDA, 1900 Arch 
St., Philadelphia 3, Pa., Robert C. 
Fernley, executive secretary; SIDA, 
712 Volunteer Bldg., Atlanta, Ga., 
E. L. Pugh, secretary-treasurer. 


National Garden Supply Dealer Show, 


Feb. 17-19, at the Coliseum; hotel 
headquarters, Concourse Plaza Ho- 
tel, New York, N. Y. Sponsored by 
D. Murray Franklin, 1901 St. Paul 
St., Baltimore, Md. 











For point-of-purchase 


IMPACT: 






HINDLEY 
Salt-Service 


PIC-PAKS 


MORE COMPACT... 
EASIER TO HANDLE! 


Reusable Pic-Paks eliminate the 
clutter and confusion of plastic bags 

. . take 4 the space . . . convert 
your non-paying display trays into 
neat, profitable Bright Wire Hard- 
ware departments. 


FASTER IDENTIFICATION! 


Colorful, easy-to-see window units 
help customers to select the wire 
hardware item they need .. . promote 
greater impulse buying. 


SAVE TIME... SAVE WORK! 


Ready-packed Pic-Paks eliminate 
counting and sorting . . . save hours 
of time and trouble on inventory and 
stock control. 


COMPLETE ASSORTMENT! 


Everything you need in quality 
bright wire hardware, including 
screw eyes, cup hooks, curtain rod 
hooks, gate hooks, shoulder hooks 
and clothesline hooks. Units may be 
ordered individually or as a complete 
assortment including colorful Mason- 
ite display board. 


ORDER FROM YOUR WHOLESALER 








indle 
Since 1897 Y 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 








WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 
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See the Supplex 
Program 
Before You Buy 


it’s worth money to you... 
Big New Line 
Big New Promotion 
in Garden Hose and Sprinklers. 
For full details see our four I-page ads 
in the January I7th issue of Hardware 
Age. 











a 


Blue Diamond—HOME OWNER LINE 
Shatter proof blue plastic handles — high 
carbon, mirror finish steel. 


No. 3$-114" No. 3$-3" 
No. 3E-114” No. 3E-4” 
No. 3E-3" No. 3E-5” 


Black & Silver—PROFESSIONAL LINE 
Best quality — shatter proof, black plas- 
tic handles—Super Hydex steel—mirror 
finish. 

No. 2E-11/4”" 
No. 25-11/2”’ 


ror 


No. 2ACH-1%,”" Chisel 
No. 2E-3" 
No. 2S-3" 


Hammer-Head — 
TOP QUALITY LINE 


Forged brass heads to drive in nails. 
No. BHE-4” No. BHE-5”’ No. BHE-6” 


WRITE FOR FREE TOOL CHART 


HYDE MFG. CO. 


SOUTHBRIDGE, MASS., U.S.A. 
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Convention Calendar 


(Continued) 





National Sporting Goods Assn. Con- 
vention and Show, Feb. 3-7, at Hotel 
Morrison, Chicago. Sponsore? by 
the National Sporting Goods Assn., 
716 Rush St., Chicago 11, Il. 


Toy Fair, The American, March 6-15. 
Temporary exhibits at Hotels New 
Yorker and Sheraton-McAlpin; per- 
manent exhibits at 200 Fifth Ave. 
and 1107 Broadway. Horatio D. 
Clark, Toy Mfrs. of the U. S. A., 
Inc., 200 Fifth Ave., New York 10, 
N. Y. 


Regional Events 


Ace Hardware Corp., Chicago 33rd 
Annual Convention and Exhibit, 
Feb. 11-13, at Conrad Hilton Hotel, 
Chicago. Arthur Krausman, con- 
vention manager. 


Coast to Coast Stores, Inc., 7500 Ex- 
celsior Blvd., Minneapolis, Minn., 
Annual Meeting, Feb. 10-13, Lea- 
mington Hotel, Minneapolis. 


Cotter & Co., Chicago, Annual Mer- 
chandise Show and Stockholders’ 
Meeting, March 3-5, at company 
warehouse, 365 E. Illinois St., and 
Sheraton Hotel, Chicago. 


Decatur & Hopkins Co., 93 Berkeley 
St., Boston, Spring Open House, 
Feb. 17-22, at company salesroom 
and warehouse. 


Emery-Waterhouse Co., Merchandise 
Shows, Feb. 6-7, at new warehouse 
in Portland, Me., and Feb. 13-14 at 
1111 Candia Rd., Manchester, N. H. 


Gift Shows: Chicago, LaSalle Hotel 
and Palmer House, Feb. 3-14; New 
York, Hotel New Yerker and New 
York Trade Show Building, Feb. 
24-March 1; Boston, Hotel Statler, 
March 4-8; Philadelphia, Hotel Ben- 
jamin Franklin, March 17-20. 
George F. Little Management, 220 
Fifth Ave., New York 1, except 
Chicago Show, which is conducted 
by Eastern Mfrs. & Importers Ex- 
hibit, Inc., George F. Little, man- 
aging director. 


Kelley-How-Thomson Co., 309-349 S. 
Fifth Ave., Duluth, Minn., Merchan- 
dise Show, Feb. 4-6, at company 
warehouse. 


Marshall-Wells Co. Conventions, Feb. 
18-19 in Spokane, Wash., Feb. 21- 
22 in Billings, Mont., and Feb. 25- 
27 in Portland, Ore. 


New England Housewares Show, Feb. 
19-22, at the Parker House, Boston, 
Mass. Hugh R. Rooney, show com- 
mittee chairman, Parker House, 
Boston 7, Mass. 


Northern Wholesale Hardware Co., 
dealer-owned wholesaler, 805 N.W. 
Glisan St., Portland, Ore., annual 
Convention and Merchandise Show, 
Feb. 17-19, in Portland. 


Our Own Hardware Co., Minneapolis, 
Annual Stockholders’ Meeting and 
Merchandise Show, Feb. 11-13, at 
company offices and warehouse, 618 
N. Third St., Minneapolis. 


Rice & Miller Co., 78 Rice St., Bangor, 
Me., Merchandise Show, Feb. 10-11, 
at company warehouse. 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. and the American Hardware 
Mfrs. Assn., April 7-11, Palm Beach, 
Fla. SWHA managing director, T. 
W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 10-12. Sessions and 
exhibit at State Coliseum, hotel 
headquarters Whitley & Jefferson 
Davis Hotels, Montgomery. Charles 
Giles, 409 N. 23rd St., Birming- 
ham 8. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 17-18. Sessions and 
exhibit at Robinson Auditorium, 
hotel headquarters Marion Hotel, 
Little Rock. J. Wayne Tisdale, 908 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. 
Convention, Feb. 10-13. Sessions, 
exhibit and hotel headquarters at 
Fairmont Hotel, San Francisco. 
Kreuger B. Jacobsen, 122 Ninth St., 
San Francisco 3. 


Connecticut Hardware Assn. Conven- 
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your customers will see 


Master advertising 


wherever they look... 


Cutdoor 


m 2 
Bite 








be sure 
they can see and buy 


Master padlocks 


in your store... 





Again in 1957, millions of padlock 
prospects ...in all walks of life 
»«. Will see Master ads in these 
leading consumer magazines. 


Oh rs WER BETTS 
Master Padlocks prominently displayed 
and cash in on the demand 


being created by Master advertising. 


Master Jock Company, Milwaukee 45, Wis. © Wotldd Largest Padlock Momufadiinors 
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FOLLANSBEE 
Quick Lock 
STOVE PIPE 


Your customers will like the 
quick, easy way Follansbee 
Quick Lock Stove Pipe locks 
into joint. It can be closed 
without tools, will not slip and 
makes a joint that stays fast. 

Stove Pipe is just part of 
the complete Follansbee line 
which is available to your cus- 
tomers. You can offer also the 
accessories which round out 
the line—items like: elbows, 
angles, tees, collars and all 
types of reducers. 


A Complete Line Available 


Stove pipe elbow and tee 
Shipped in sturdy, corrugated cartons 
See your jobber or write 


SHEET METAL 
SPECIALTY DIVISION 


Box 667 


A Division of 
‘eS FOLLANSBEE 
}#] STEEL CORP. 


Follansbee W. Va. 


a 
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Convention Calendar 


(Continued) 





tion, Feb. 6. Sessions and hotel 
headquarters at Statler Hotel, 
Hartford. Ned Russell, Harris 
Hardware, Southport. 


Florida & Georgia Retail Hardware 
Assns. Joint Convention, March 17- 
19. Hotel headquarters at George 
Washington Hotel, Jacksonville, 
Fla. W. W. Howell, P. O. Drawer 
1000, 1640 Plant Ave., Waycross, 
Ga. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 19-21. Sessions and 
exhibit at Radio City Auditorium, 
hotel headquarters Charlotte Hotel, 
Charlotte, N. C. Martin F. Kaelke, 
managing director, P. O. Box 6125, 
Charlotte 7, N. C. 


Iowa Retail Hardware Assn. Conven- 
tion and Iowa Hardware & Appli- 
ance Buyers Show, Feb. 5-8. Ses- 
sions and exhibit at New Veterans 
Memorial Auditorium; hotel head- 
quarters Hotel Savery, Des Moines. 
Philip R. Jacobson, 520 W. 35th St., 
Des Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21. Sessions, ex- 
hibit and hotel headquarters at Ken- 
tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. Con- 
vention, March 31-April 1. Sessions, 
exhibit and hotel headquarters at 
Roosevelt Hotel, New Orleans. 
David O. Mansfield, P. O. Box 1696, 
Jackson 5, Miss. 


Michigan Retail Hardware Assn. Kol- 
lege of Product Knowledge, Feb. 
24-25, Hotel Statler; Annual Con- 
vention sessions, Feb. 26-28, at 
Hotel Statler; exhibit at Detroit 
Artillery Armory, Detroit. Harold 
W. Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 24-25. Sessions, 
exhibit and hotel headquarters at 
Heidleburg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


Missouri Retail Hardware Assn. Con- 
vention, Feb. 19-21. Sessions, ex- 
hibit and hotel headquarters at 
Sheraton-Jefferson Hotel, St. Louis. 
Fred Boemer, 2340 Hampton Ave., 
St. Louis 10. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 12-14. Sessions and 
exhibit at Omaha City Auditorium; 
hotel headquarters, Fontenelle 
Hotel, Omaha. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8. 


New England Hardware Dealers Assn. 
Convention, Feb. 20-22. Sessions 
and hotel headquarters at Statler 
Hotel, exhibit at hotel and First 
Corps Cadet Armory, Boston, Mass. 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16, Mass. 


New York State Retail Hardware 
Assn. Convention, Feb. 4-6. Sessions 
and hotel headquarters at Hotel 
Statler; exhibit at Memorial Audi- 
torium, Buffalo. Nicholas H. Kiley, 
Hills Bldg., Syracuse 2. 


North Coast Retail Hardware Assn. 
Convention, Feb. 3-5. Hotel head- 
quarters New Washington Hotel, 
sessions and exhibit at Senator 
Auditorium, Seattle, Wash. Martin 
W. Danko, Route 12, Box 109, Fife 
Sq., Tacoma, Wash. 


Ohio Hardware Assn. Convention, Feb. 
11-13. Sessions and hotel headquar- 
ters at Hotel Cleveland, exhibit at 
Cleveland Public Auditorium, Cleve- 
land. John B. Conklin, 1540 W. Fifth 
Ave., Columbus 12. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6. Sessions 
and exhibit at State Fair Grounds; 
hotel headquarters Skirvin Hotel, 
Oklahoma City. Aaron Gritzmaker, 
512 Midwest Bldg., Oklahoma City. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 19-21. Sessions 
and hotel headquarters at Lafayette 
Hotel, exhibit at Municipal Audi- 
torium, Long Beach, Calif. Otto H. 
Grigg, 1519 S. Garfield Ave., Los 
Angeles 22, Calif. 


South Dakota Retail Hardware Assn. 
Convention, March 19-21. Sessions 
and exhibit at Coliseum Auditorium, 
hotel headquarters Carpenter Hotel, 
Sioux Falls. H. T. Benson, 2108 S. 
Western Ave., Sioux Falls. 


Tri-State Hardware & Implement 
Assn. Convention. Feb. 10-12. Ses- 
sions, exhibit and hotel headquar- 
ters at Herring Hotel, Amarillo, 
Texas. R. B. Allen, executive secre- 
tary, 1408 4th Ave., Canyon, Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12. Sessions, ex- 
hibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. T. 
Omohundro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 17-19. Sessions, exhibit 
and hotel headquarters at Daniel 
Boone Hotel, Charleston. James C. 
Fielding, 1628 McClung St., Charles- 
ton 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 5-7. Sessions and 
exhibit at Milwaukee Auditorium- 
Arena, hotel headquarters—Schroe- 
der Hotel, Milwaukee. H. A. Lewis, 
Stevens Point. 
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AIR-LITE 


Easiest jo frame 





— 
IP, APONTP ERORE Meee 


OWENS-CORNING 


FIBERGLAS 





se —— 
<P 
VL |) 








YOUR COMPLET, 


Longest lasting 
Ss 
SLI7 | 


24 | oie 


yl SCREENING 
WML 


DEPARTME 
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NRHA APPROVED DISPLAY 


Sell Air-LiTE Fiberglas*—most profitable screening 
you can handle—off this new, N.R.H.A. approved Display Rack. 


This traflic-stopper uses less than 4 feet of floor space 


to store, display and dispense the 6 most wanted 
Screening widths. Gets your sales story across even 


when you're busy elsewhere in the store. 


FREE: $16 BONUS | | Plo “ic Uloven 


| | : Cloth 
Put the Air-Lite Fiberglas Rack | 51 Camden stre air-LiTe Furniture 

to work for you. Order 6 rolls : . 

of Screening now and the 
Rack is yours for less than 
¥2 our cost. Shipment is \R-LITE FIBERGLA 
prepaid. AND THAT’S Gentlemen: - formation on A 


NOT ALL. You also get a please Rush full | 
50 ft. Bonus roll of Air-LITE 
Fiberglas in popular 26” width Name 


—retail value about $16. 
A tremendous national 


“ar . " me 
advertising campaign in store No 
magazines and on TV will 
keep your stocks turning over Street NNN = 


fast. See your wholesaler or Zon 
clip the coupon for more 


information. Today, please. —————— 


wholesaler § om 


LITE Fiberg!o 


weavers of AIR S Screening- 


* t/m OCF Corp. 
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Bigger Pr ofits from 


All-Steel—designed to attract and pull sales from 
store traffic! 


Space-saving counter size—20” x 132"; 8” deep with 
base attached. 


Display panel bonderized and strikingly finished in red, 
white, and blue baked enamel. 


Holds guns and packaged fittings securely; yet allows 
them to be removed easily for inspection. 


For Power Implements For Power Tools For Motor Scooters For Marine Inboard For Golf Course and For Building and 
(Lawn and Garden) and Machinery and Motorcycles and Outboard Motors _ Institutional Equipment Home Appliances 
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the “Do-It-Yourself” Market with 
NEW | MERCHANDISER 


for tested fas 





NEQZN 
Leaders in ubrication 
a ———44 7. 


“i 







Set up this self-service 
Linco/n Merchandiser 


in 3 minutes... 
Watch sales grow! 


‘. customers will see...try...and buy! New colorful, 
all-steel Lincoln Merchandiser catches the customer’s eye, 
invites inspection, and builds steady, profitable sales volume. 
These Lincoln grease guns and packaged fittings are nation- 
ally advertised and accepted products—proved by actual 
market tests to be the most popular and fast moving— 
carefully selected for unlimited, everyday applications. 


Here is a market-tested profit-builder that pays off right 
from the start. You get this all-steel Merchandiser at no cost 
when you order a representative stock of lube equipment 
from your Lincoln wholesaler. 
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@ For more information on these products and services 
use free post card on page 67. 


(Continued from page 13) 


feed tables are adjustable. Maxi- 
mum cuts are 4% in. widths, 3 in. 
depths. Toolkraft Corp. 


For more data circle No. 9 on postcard, p. 67 


Deluxe 18 in. rotary mower 


This 18 in. rotary lawn mower 
for 1957 is powered by a 1.75 hp, 
4-cycle engine. Featured in the 
new model is two-toned color styl- 
ing and a special blade adaptor 
that helps prevent cutter bar dam- 


age from solid objects. A leaf mul- 
cher is furnished at no extra cost. 
Johnston Lawn Mower Corp. 


For more data circle No. 10 on postcard, p. 67 


Brass finish shelf hardware 


The slotted K-V 80 shelf stand- 
ards and K-V brackets now come in 
gleaming brass finish. This heavily 
brass plated adjustable shelf hard- 
ware is lacquered. Standards come 
in 3, 4, 5 and 6 ft lengths; brackets 
come in 6, 8, 10 and 12 in. lengths. 
Knape & Vogt Mfg. Co. 


For more data circle No. 11 on postcard, p. 67 


Tape and rule specials 


A 6-ft folding wood rule and a 
50-ft steel tape are being offered as 
Hardware Week specials. The 
Royal Ni-Clad tape is specially 


64 


priced for $4.25. The Utility fold- 
ing wood rule is priced at 67¢. 
Tapes are boxed individually and 
rules come one dozen to a carton. 
Lufkin Rule Co. 


For more data circle No. 12 on postcard, p. 67 


improved knife handles 


A new brown colored handle, re- 
sembling bone, is now being used 
on the top quality line of Camillus 
pocket knives. The Brownstag han- 
dle replaces the black stagged plas- 
tic handle previously used. The 
new handle is unbreakable under 


normal working conditions. Camiail- 
lus Cutlery Co. 


For more data circle No. 13 on postcard, p. 67 


Heavy-duty garden tractor 

A 6.6 hp Kohler engine is the 
main feature of this 2-wheeled 
walking tractor. Another feature 


i 


is the Versa-Matic no-clutch drive 
that permits 3.3 mph forward and 
1.8 mph reverse without shifting 
or stopping. Engine runs at con- 
stant speed. Attachments range 
from a moldboard plow to a riding 
sulky. Bolens Products Div., Food 
Machinery and Chemical Corp. 


For more data circle No. 14 on postcard, p. 67 


Double jaw rotating vise 


Men who handle small work, such 
as gunsmiths and hobbyists, will be 


i 


customers for this rotating vise. 
The jaws and the base rotate 360 
degrees and lock in any position. 
The smooth face jaws are 2% in. 
wide. A secondary set of V-slot 
jaws are 17/16 in. wide. Both sets 
of jaws open 2% in. The cast iron 
vise is priced to sell for $9.95. Wis- 
ler Western Arms. 


For more data circle No. 15 on postcard, p. 67 


Redesigned lawn tool 


Wayne Tool’s Lawn Razor grass 
cutter now comes with a replace- 
able steel blade. When the blade 
becomes dull or damaged it can be 
replaced with a new blade or nine 
regular double edge razor blades. 
New blades will sell for about 50¢. 
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ONE WORD SALES TALK 











No. 208 DeLuxe Scale 
in 8 colors, retail $12.95. 
With NEW gold-flecked, 
stain - proof, scuff and 
dirt-resistant safety 
mat! 


To millions of Americans, Detecto is synonymous with bath- — No. 709 Regular Detecto Scale 
; : : in 8 colors, retail $7.95 

room scales—the brand name they remember and trust. And =ry7=y 

Detecto gives you these extra selling advantages: (1) Three 

different price lines for complete coverage of the bathroom 

scale market . . . Detecto DeLuxe, Detecto Regular and the 


> Cc awyY 
sensational promotion number—Chatham. (2) Lifetime Service cbroepslins Som rack 
Guarantee on all Detecto scales. (3) Greater accuracy. (4) of 6 or more scales 


Modern classic stylin . Harry Pre i 
y & by y P ble, Jr. Why not mail the Prices slightly higher in some western states and Canada 


coupon below today for your first step toward greater sales! ne ee er 


Detecto Scales, Inc., 546 Park Ave., Brooklyn 5, N. Y. 
Please send me: 
[} Name of Detecto jobber nearest me. 


[]) Advertising newspaper mats, envelope 
enclosures, etc., at no cost to me. 


One Word Sales Talk: 





Store 
Address 
City 








Nationally Advertised 





| Name 
} 

| 

i 


Detecto Scales, Inc., 546 Park Ave., Brooklyn 5, N. Y. © Since 1900 
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The tool has a folding wood handle, 
a blade safety guard and sells for 
$2.25. North Wayne Tool Co. 


For more data circle No. 16 on postcard, p. 67 


Neat clock hanger outlet 


Here is a one-piece clock hanger 
outlet that provides space to hide 
the cords of electric clocks, whether 
on display or in the home. The all- 
bakelite unit features an oversize 
recess to provide storage for the 
cord and has a metal hook to lock 


the cord in position. Royal Electric 
Corp. 
For more data circle No. 17 on postcard, p. 67 


Tillers and mowers for 1957 


Eight rotary tiller models, a new 
riding rotary mower and four 21 
in. rotary mowers are offered in 
the Midland line for 1957. Tillers 
range from 2% to 6.8 hp, includ- 
ing riding models. The riding 
mower is 3.6 hp and cuts a 25 in. 
swath. The 21 in. mowers range 
from 2 to 2%4 hp. Also in the line 


66 


are tiller-mowers. A 16-in. 3.6 hp 
model is shown. A 28-page catalog 
of the complete line is available. 
Midland Co. 


For more data circle No. 18 on postcard, p. 67 


Shop vise angle adapter 


Columbian is offering an angle 
adapter that permits movement of 


its Gyro-Vises up and down in an 
arc. With the adapter, these vises 
can be placed in any required posi- 
tion. The unit is also one of the 
features of the No. 7314 Gyro-Vise, 
the latest addition to the line. 
Columbian Vise & Mfg. Co. 


For more data circle No. 19 on postcard, p. 67 


Fioor polisher and scrubber 


Housewives and others interested 
in maintaining floors will be cus- 


tomers for this redesigned floor 
polisher and scrubber. Principal 
feature is the combination brushes 
that make it possible to wet scrub, 
wax, polish and buff floors with- 
out changing brushes. Hoover Co. 


For more data circle No. 20 on postcard, p. 67 


Plastic mending aluminum 


Here’s a handy mending material 
containing Alcoa aluminum and 


PLASTIC ALUMINUM 


resin. Plastic Aluminum mends all 
metals. It won’t chip, shrink or 
peel and can be drilled, filed, ham- 
mered or chiseled. A 5 oz tube sells 
for $1. Tilette Cement Co. 


For more data circle No. 21 on postcard, p. 67 


Electric masonry scraper 


The Roto-Scraper is used to pre- 
pare masonry surfaces for repaint- 
ing. It can be used on metal and 


for scoring wallpaper before re- 
moval. This tool retails for $39.50. 
It can also be included in tool rental 
departments. Roto-Scraper Co. 


For more data circle No. 22 on postcard, p. 67 


Children's umbrella tent 


Youngsters will want this new 
addition to the Lone Ranger tent 


(Continued on page 70) 
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use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 






































FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


Neo postage necessary if mailed in the United States 



























































POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 


OO ee 





Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 1/31/87 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 3 4 5 6 7 8 eee ww 15 
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FIRM ADDRESS eeeeeeeeeeee CCC SSSE SSE SEE EHTS HEHEHE EEE . 
CITY or TOWN 
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HAA 


Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 





When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


TTT 


Postcard valid 8 wee onl After that use own letterhead fully describing item wanted. 
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y BALL-BEARING 
4 DOOR BUTTS 


assure @ smooth, silent door swing! 


\ 


\ 


Never a discordant ws 
scratch or screech : ‘Y Y 
can mar the built-in 
precision action! 













These fine finished butts are 





designed for heavy duty and 
make light work of handling 





daily door traffic without the 
slightest sign of wear. Architects 
and builders recommend the 
installation of three butts on 
every door instead of two for 


top efficiency. 










A wide assortment of styles and 


No. BBSOORC Ball Tip Butt finishes are available in these 
fine ball-bearing butts. Either 








round or square corner butts are in this line and the Button Tip or 
Ball Tip style can be furnished in 342, 4 and 41 inch sizes; they | 


can also be supplied in the template style. 







x * 
* All National Builders’ Hardware products not 


re \wrous| : only look good but are actually as good as 
* * they look. Over 50 years of fine service records 





« * substantiate this claim. 


ky No. BB502RC Button Tip Butt 
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(Continued from page 66) 





line. The umbrella tent comes with 
center pole, awning extension poles, 
guy ropes, metal stakes and a 20- 
in. square wire eave frame. The 


tent is 5x 5 ft at the base and 4%, 
ft at the center. H. Wenzel Tent & 
Duck Co. 


For more data circle No. 23 on postcard, p. 67 


Modern design rotary mower 


The 22 in. Roto-Clipper Subur- 
ban features modern styling and a 
reversible chrome handle. The unit 
comes with a Clinton 2% hp or a 
Briggs & Stratton 244 hp engine 
with recoil starter. A leaf mulcher 


is optional. Mower lists for $109.95. 
Falls Products, Inc. 


For more data circle No. 24 on postcard, p. 67 


Two screwdriver specials 


A special retail price of 99¢ has 
been given to Fuller’s 6-piece Econ- 
omy screw driver set No. 699. The 
set comes with a free metal wall 


rack. In addition, Fuller’s 4-way 
screw spinner (shown) No. 213 is 


70 


SCREW 
__ SPINNER 





specially priced at 79¢. Both items 
are Hardware Week specials. Fuller 
Tool Co. 


For more data circle No. 25 on postcard, p. 67 


Autographed fielder's glove 


Junior baseball leaguers will be 
interested in this Robin Roberts 
model fielder’s glove. The large size 
glove has a leather lined palm and 
fingers, and an adjustable finger 
lace. Retails for $6.95. Also offered 
is the Rickey batter’s protective 


cap. The plastic cap comes in 61% 
to 714 sizes in five colors. Sells for 
$4.75. Draper-Maynard Co. 


For more data circle No. 26 on postcard, p. 67 


Plastic laundry baskets 


Housewives will be customers for 


these plastic laundry baskets avail- 
able in two shapes and sizes. Han- 
dies are molded into each side of 
both models that also have rein- 
forced sides and solid bottoms. The 
oval size is 16 x 22%, x 10'% in. 
Retails for $3.98. Round bushel 
size (shown) is 195% x 12% in. 
Retails for $2.98. Plas-Tex Corp. 


For more data circle No. 27 on postcard, p. 67 


Dual purpose 10 point socket 


This socket will handle square 
and hex nuts interchangeably. It is 


especially useful around farm or 
factory equipment where both types 
of nuts are used. The Ten Point 
sockets which give full coverage of 
both types are now made in % in. 
square drive. They will soon come 
in %4, %, % and 1 in. drives. 
Wright Tool & Forge Co. 


For more data circle No. 28 on postcard, p. 67 


Master vernier caliper 


The Starrett No. 123 Satin 
Chrome master vernier caliper 


offers a number of design features 
that contribute to improved ac- 
curacy. These are, faster setting 
and reading, greater rigidity and 
longer life. The caliper is available 
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AS ADVERTISED IN House Beautiful 


extra flair for your home... 






BB. 
a7 ak GG & 


BRASS—with black trim 
BLACK—with gold trim 
COPPER—with black trim 





Add distinction to any 
room of the house... 
use on cabinets, 
built-ins, furniture, 
and lightweight 
interior doors. 


A-529-H Knob 
A-513-3 Plate 


above actual size 
Select knobs and plates in others one-half size 
matching or contrasting fin- 
ishes ... Polished Chromi- 
um, Satin Copper, Polished 
Brass, and Ebony Black. 
Use knobs alone or with 
backplates for most pleas- 
ing effects. 


A-529-H Knob 
A-511-18A Plate 


A-3301-D Knob 





> Sete Re 


Pulls applied in various po- 
sitions for unique “Deco- 
rator’ effects...custom 
styling to your individual Si: 
taste ! S| A-7636-H 
; & a Hinge 





Ask your Amerock dealer 


A-3040 
or write... 


Hinge 











helps you sell! 


This beautiful ad will appear 
in April issue of 


House Beautiful 


also advertised in Better Homes & Gardens, 
New Homes Guide, and Home Modernizing 


Identify your store with this powerful 
Amerock national advertising by cutting 
out ad at left and displaying it in your 
window. Newspaper ad mats and TV-radio 
announcements included free when you 





ORDER DISPLAY No. 24 



































“‘Contemporary” Cabinet Hardware in all three 
finishes— Black with Gold trim; Satin Copper with 
Black trim; Polished Brass with Black trim. Size 
19%" x 11%”. Shipping weight complete 11 Ib 
with extra hardware for resale. 


NO. 24 DISPLAY .. . LIST PRICE *30.00 


Packed with extra hardware to liquidate cost of display 


12 AD-427-H se eff @* - (Retail Valve) seee eee ee eeeee $7.80 
10 AD-529-H........(Retail Value). ............. 6.50 
20 A-513-3......2++ (Retail Valve)..... *eeeeeeee 7.00 
RETAIL VALUE OF EXTRA HARDWARE FOR RESALE... ..... $21.30 


RETAIL VALUE OF HARDWARE MOUNTED ON DISPLAY. ... 11.00 


DEALER PAYS ONLY........ 18.00 


Extra hardware for resale returns more than full dealer investment. 


ORDER FROM YOUR AMEROCK WHOLESALER 





seit. Quality... 


| SELL Amerock 








WHAT’S NEW 


——y 





@ For more information 
on these products and 
services use free post 
card on page 67. 


in 12 and 24 in. sizes graduated 
in thousandths to read the full 
length. L. S. Starrett Co. 


For more data circle No. 29 on postcard, p. 67 


Masonry toggle bridle ring 


This toggle bridle ring helps 
simplify and speed the installation 
of conduit, wiring and so on be- 
cause all rings can be pre-installed 
and the wiring job completed after- 











UNIVERSAL WORKSHOP 


Athol Strength Where Strength Is Needed 
STATIONARY JAW, SWIVEL BASE tion to the U. S. line of masonry 


anchors and fasteners. U. S. Ez- 
pansion Bolt Co. 
For more data circle No. 30 on postcard, p. 67 


ward. This ring is the latest addi- 


Magnetic door catch 


This Magna Tite magnetic catch 
features 30 lb holding power and 
magnetic attraction from either 
side. Horizontal and floating ac- 
tion overcome installation mis- 


The best for home workshop or garage. Unmatched fea- 
tures. Full 1/2” bearing on sides and screw. Anvil sur- 
face. Solid steel slides. Athol buttress thread. Swivel- 
wrench locking. Full 360 degree swivel base. Solid-screw 
back-thrust collar. Tapered no-pinch handle. Replace- 
able pipe grips. Replaceable steel serrated jaws. 


ATHOL MACHINE & FOUNDRY COMPANY 


ATHOL, MASS. 
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CRAMPED FOR SPACE? 





Complete Dormeyer P 
Dept. fakes Only 28 Inches! 





ower Tool 








Fr 


POWER TOOLS 








m PWERD Kgs 


and...Returns a Net Profit of $51.30 


Bright, colorful unit comes completely assembled 


Are you cramped for space, but still 
want a complete power tool depart- 
ment? Then look to DORMEYER! 
With the 28-inch wide Complete Dor- 
meyer Power Tool Department you 
get fast turnover and $51.30 profit for 
a small investment of only $85.50. 
Here’s the most marvelous inven- 
tion since the shoe horn. This 28-inch 
Complete Dormeyer Power Tool De- 
partment slips in anywhere. And, even 
though it’s small, it packs a mighty 
sales wallop. That’s because Dormeyer 


Matched-Craft Power Tools are wanted 
and preferred by both hobbyists and 
home-owners alike. They’re low in cost 
and built rugged and dependable to 
last for years. 


Complete!y assembled unit (Model 5-3822) shown contains: 


© #5-2001 Dormeyer 4” Wrench-Lok Drill 

© 45-2201 %” Drill with famous Geared Chuck 

* 45-7000 Big Capacity Portable Power Saw 

* #5-3300 Dormeyer DeLuxe Wall Cabinet type 
VY." Drill Kit 

* Consumer Literature and Special Sales Manual 








Be a Franchised Dormeyer Dealer 
... New Plan Just Announced! 


See your Dormeyer distributor 
about the new Dormeyer Fran- 
chised Plan. It offers exclusive 
dealerships, merchandising aids 
and seasonal promotions. All de- 
signed to help you make more 
money with DORMEYER. 





For a complete catalog of these and other Dormeyer Power Tools, call your distributor or write to Dormeyer 


Dormeyer scttveh CONPSRSMON + DONNA TOOL EnNNEE- GEEKS 10, wt 
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SV iaad SURFORM. 





the tools everybody wants 


These are the tools everybody wants. Stanley SURFORM 
forms the surface of plywood, floor tile, hard rubber, 
plastics, aluminum — even mild steel. It smooths wood 
— cross grain, with grain and end grain — 12 times faster 
than other wood forming tools without clogging. It’s easy! 
It’s safe! It’s another Stanley first. 












Stanley SURFORM 
Plane type—No. 296 $3.69 


Stanley SURFORM 
File type—No. 295 $2.69 


In the colorful “tell and sell’? merchandiser shown above 
you get 6 No. 295 and 6 No. 296 Stanley SURFORM 
tools in handsome individual packaging. Extra replace- 
ment blades available to sell at 98¢ each. 

See Stanley SURFORM advertising in The Saturday 
Evening Post, American Weekly, Popular Science, Popular 
Mechanics, Mechanix Illustrated, Science and Mechanics, 
Carpenter, Home Craftsman, Family Handyman, and 
other media that reach the people who buy from you. Tie 
in and cash in, with Stanley SURFORM. 


Your wholesaler has Stanley 


es STANLEY 


381 Elm St., New Britain, Conn. 





Sensational new SURFORM. 


WHAT'S NEW 













alignment or door warpage. Posi- 
tion of screw slots permit installa- 
tion on every type of cabinet door. 
Engineered Products Co. 








For more data circle No. 31 on postcard, p. 67 











Color styled rotary mower 
| This 21 in. rotary mower fea- 
tures color styling and advanced 
design for 1957. It is powered by a 
3-hp Hi-Torque engine with recoil 





















starter. Other features include a 
| large capacity muffler and recessed 
'- wheels. Push button electric starter 
| kit available. Jacobsen Mfg. Co. 


For more data circle No. 32 on postcard, p. 67 






























Round plastic laundry basket 
Homemakers will be interested in 


this round plastic laundry basket. 
The unbreakable basket is light- 








weight but will not buckle when 
loaded. It is 18% in. across the top 
and 14 in. high. Comes in four 
colors. Federal Tool Corp. 


For more data circle No. 33 on postcard, p. 67 
(Resume reading on page 13) 
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ANNIVERSAR ¥ 
ACHIEVEMENT! 


ELECTRIC SLICING MACHINE FOR HOME USE 














General celebrates its 25th year 
as the leader in slicing machines 
with a sensational new home slicer 


GENERAL “25” As 
electric slicing machine for the home to retail at only *49.95 


Into this amazing new General “25” slicer 
General put the know-how of 25 years of de- 






signing and producing slicing machines that GENERAL WILL BE i 
set the trend in the field. And what a happy ADVERTISED : 
result! The General “25”:..a gravity feed slicer COAST TO COAST 

so talented, it’s practically automatic. Just New General “25” will be advertised 

flip the switch...and presto, it slices cheeses, - ree Se 


M ines, TV, New . Movies. 
meat, bread, vegetables, any kind of food agazines, TV, Newspapers, Movies 


that’s sliceable. Has scientific “right hand” 
feed similar to commercial machines. Slices 
better naturally because it’s made by famous 
. General, the “name” in slicers for 25 years. 





It’s a great name—General. 
And it’s a great slicer. The General “25”! 


Py a MACHINE COMPANY, INC. 
WALDEN {Gao NEW YORK 
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TO HELP YOU SELL 





@ For more information on these products and services 
use free post card on page 67. 


(Continued from page 13) 


three color rack is made of heavy 
gauge steel and takes a minimum 
of floor space. John H. Graham & 
Co., Ine. 


For more data circle No. 34 on postcard, p. 67 


Paint sundries display 


A self service perforated panel 
merchandiser with special] tool 
hangers comes with a Warner as- 
sortment of paint-up, fix-up tools. 
The merchandiser takes up 25 x 
15 in. of floor space and features 
22 different tools. Two shelves and 


OS fee So? Bae 
DO xen 


{ 
Paint 
Soe 


a perforated panel make up the 
unit. Warner Mfg. Co. 


For more data circle No. 35 on postcard, p. 67 


Fishing tackle catalog 


Here is a catalog that illustrates 
and describes this company’s com- 


76 


plete line of fishing rods, reels, line 
and lures, plus a special section on 
knots and rigs and another on rod 
parts. There is an illustrated fea- 
ture on “What you should know 
about Ocean City reels.” A fiber 
glass tackle box is also described. 
Montague-Ocean City Rod & Reel 
Co. 


For more data circle No. 36 on postcard, p. 67 


Pump and water system guide 


A new packaged water system 
for shallow wells and a new one for 











hE EIR: EB CRORES CE 





deep wells are described in “Goulds 
Pumps and Water Systems.” This 
1957 guide also includes informa- 
tion on selecting a water system, 
descriptions of other pumps for 
shallow, deep well or dual service 
and pumps for special purposes. 


Goulds Pumps, Inc. 
For more data circle No. 37 on postcrad, p. 67 


Rental merchandising manual 


Here is a useful manual that 
gives complete instructions for 
merchandising floor rental equip- 
ment. A proven rental procedure is 
fully described. The Holt line of 
floor equipment and supplies is 
shown with price lists. In addition, 
a large section discusses operation 


and maintenance of the machines 
and another gives several pages of 
helpful how-to-do-the-job hints. 
Holt Mfg. Co. 


For more data circle No. 38 on postcard, p. 67 


Specially priced frying pan 
This 7 in. frying pan with cop- 
per colored cover will be offered at 


the special price of $3.98 until the 
end of March. It is a Wear-Ever 
pan and is a regular item in the 
Hallite line at $6.50. Two trans- 
parent leaf hangers, for hanging 
the pan and cover on a wall, come 
free with each pan. Aluminum 


Cooking Utensil Co., Ine. 
For more data circle No. 39 on postcard, p. 67 


Self service nail display 


Here is a sturdy wire display 
rack that will stock 60 one-pound 
boxes of packaged nails. The rack 
is 16 in. high, 17 in. wide and 12 in. 
deep. The satin finish rack comes 


with an assortment of packaged 
nails. Atlas Tack Corp. 


For more data circle No. 40 on postcard, p. 67 


Dealer price cuts on bits 


Special dealer prices are being 
applied to three Irwin catalog items 
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Ked Taggs Merchandising Tips: 


f. Set up a simple display like this 


YD and see what happens... 





















































You don’t have to wait ’til the fly 
season arrives to sell screening. In 
fact, the current and growing “do-it- 
yourself” trend makes screening an 
all year business which really booms 
before the early spring thaws set in. 
So, now is not too soon to start show- 
ing Cyclone Insect Wire Screening 
and Cyclone Hardware Cloth. 


PRE-SEASON SPECIAL 
FOR 


"DO-IT- YOURSELF” 
SCREENERS! 


CYCLONE INSECT WIRE SCREENING 
OO¢ PER FOOT 
CYCLONE HARDWARE CLOTH 
.OOF PER FOOT 
TACKS. ....O00O¢€ PER BOX 
HAMMERS. .OO¢ AND UP 
SNIPPERS. .OO¢ AND UP 
DOORS... .OO¢ AND UP 


CYCLONE QUALITY PRODUC 
will put you a jump lab 
of competition. 


An attractive, easy-to-make display, 
something like the one shown above, 
should certainly make a lot of home- 
owners aware of the advantages of 
doing their re-screening themselves. 

And when you’re making the sale, 
be sure to impress upon your cus- 
tomers the top quality of the 


| Cyclone products they are buying. 
HOW ARE You FIXED FOR STOCK ? Point out to them the superior con- 


struction of these fine products. . 





Seem 


Better take a look at your inventory now, minum—in stock. It comes in standard 18 ; ; 
for you can’t sell what you don’t have on x 14 mesh, in 24, 26, 28, 30, 32, 34, 36, 42, how the improved selvage ares & 
hand. Your jobber can take care of your and 48-inch widths. Cyclone Hardware snug, flat fit . . . makes both the 


orders in a hurry. Be sure to have — Cloth is available in 2 x 2, 3 x 3,4x 4, and insect screening and hardware cloth 
of Cyclone Insect Wire Screening in all 8 x 8 mesh sizes. Also in %, ’ and 54” heavy : 
three types—Galvanized, Bronze and Alu- grades... in 24, 30, 36 _ 48-inch widths. easier to handle. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


ome USS CYCLONE -ped faq 
a” HARDWARE PRODUCTS 


—" 

















REENING TS 
INSECT gronze-Aluminu™ FLEXI ropa ong 
Gaivan! Be 


CATCH ALL ~~ 
ata 


Uss 
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NEW 


KLEIN 


CATALOG 
FOR 
e LINEMEN 
e ELECTRICIANS 
e INDUSTRY 











= 








100 years ago in 1857, Mathias 
Klein opened a little forge shop in 
Chicago. Out of this has grown the 
national institution known as 
Mathias Klein & Sons. 


To dramatize this 100 years of 
service to industry, Klein has pre- 
pared a completely new catalog. 

It contains illustrations and de- 
scriptions of the wide range of pliers, 
grips, climbers, belts, safety straps— 
the tools and equipment needed by 
linemen, electricians and industry. 


A new feature is a section giving 
the dimensions of each plier—length 
of handle, length of cutting knives, 
width of head, size of point, etc. 

This Klein Catalog No. 100 will 
be of interest to linemen—electricians 
— good workmen everywhere. A copy 
should be in the hands of every pur- 
chaser of good tools. Write for yours. 


ues KLEIN 
Tr 
1200 McCORMICK ROAD © CHIC 


& Sons 
Chicage, OL OSA. 
5. ILLINOIS 


CHICAGO 45. | 





TO HELP YOU SELL 


® For more information 
on these products and 
services use free post 
card on page 67. 





for the spring months. No. D-13 
Combination Set, includes a metal 
display rack and thirteen 62T 
auger bits, sizes 144 to 1 in. Retails 
at $15.50. No. 1 Lockhead Expan- 
sive Bit retailing at $2.90 each. 
And, No. 884-R plastic roll set of 
4 Speedbor “88” bits shown for 14 
in. electric drills. Retails at $3. 


Special reduced dealer prices are 
offered for a limited time. Jrwin 
Auger Bit Co. 


For more data circle No. 41 on postcard, p. 67 


Doilie and mat display 


Here is a doilie and place mat 
display rack that permits locating 


RRO Pans 


these items in high traffic areas. 
The wrought iron rack holds all 
sizes of Lustro-Ware doilies and 
mats. It takes up 1634 x 11 in. of 
counter space and is 23 in. high. 


Comes free with an assortment of. 
doilies and mats. Columbus Plastic 


Products, Inc. 
For more data circle No. 42 on postcard, p. 67 


Two household glove displays 


Here is a complete 64 in. high 
glove department in a floor area 


18 in. in diameter. This free dis- 
play (shown) is metal and holds 
two dozen each of Bluettes, Ebon- 
ettes and Super Ebonettes neoprene 
rubber household gloves. A one 
square foot wire shelf display is 
also available free. Pioneer Rub- 
ber Co. 


For more data circle No. 43 on postcard, p. 67 


Fishing tackle catalog 


This 48 page book, largely in full 
color, describes and illustrates the 
South Bend line of rods, reels, lines 
and lures. Several new items have 
been introduced in this catalog, in- 
cluding the 12 SpinCast rods and 
the thumb controlled SpinCast 77 
reel. South Bend Tackle Co. 


For more data circle No. 44 on postcard, p. 67 


Giant size spray paint cans 


The 1957 line of Plasti-Kote 
aerosol paints are available in a 
large size 16.4 oz can. Spray 
enamels and lacquers feature a 
protective color coded cap and de- 
tachable spray heads. A line of ma- 
rine lacquers to match manufac- 
turer’s colors on motors and farm 


HARDWARE AGE, JANUARY 31, 1957 














fr 


When a line grows as fast, as successfully, as the 
WEN line of Electric Power Tools, extra profits can 
come to Dealers and Jobbers through efficient han- 
dling of service and parts. Dealers can simply refer 
any service problem to the nearest official WEN 
Service Station. The good will developed by prompt, 
efficient handling of occasional repairs IN or OUT of 
WARRANTY is most valuable. The WEN line combines 
the advantages of being fast selling, fast expanding, 
moderately priced, pre-sold by spectacular national 
advertising, supported by a nation-wide Authorized 
Service Station organization. Why settle for less? 


airb-? Sure! 


THEY ALSO STOCK 






FOR ALL WEN PRODUCTS 


“Quich-Aot ELECTRONIC SOLDERING GUNS-—STANDARD & SPECIAL PURPOSE TIPS | 
#199 #199 K #288 250 —— 
‘~ 
¢— @ 


13.95 


#202 





7.95. | xr*9.95 | *9.95 12.95 











WHY NOT TEAR OUT 
THIS PAGE AND FILE 
FOR FUTURE REFERENCE 


xit 16.95 


@ 30 AUTHORIZED SERVICE STATIONS 


COUVCHULEHLCR- 


25 we 4S. 


CALIFORNIA 


les Angeles 46 
Pacife Saw & Supply Co. 


8911 Sante Monica Bivd. 
Oekland 
Electrical Appliance 
Service Co. 
4238 Broadway 
Sean Francisco 
Electrical Appliance 
Service Co. 
1434 Howard St. 
920 Natoma St. 
COLORADO 
Denver 4 
Midwest Electric 
vice Co. 
1124 Santa Fe Drive 
FLORIDA 
Miami 37 
David Electric 
525 NW 29th St. 
GEORGIA 
Atienta 13 
Tool Service Company 
225 Simpson N.W. 
HLINOIS 


5806 Northwest Highway 


MASSACHUSETTS 
pestes 15 


Service Sales Corporation 


52 Brookline Ave. 
MICHIGAN 

Detroit 5 

All-Phase Electric Co. 

11560 E. McNichols Rd. 


MINNESOTA 
Minneapolis 3 
General — and 

Suppl 
64-66 G peaked Avenve 
St. Pavil 
General Parts and 
Supply Co. 
1619 = bn Avenve 
missouri 
Kansas City 
Heoth Electric Service 
518-20 East 16th Street 

NEW JERSEY 
Newark 
Electra-Craft Appliance 


ompany 
270 Halsey St. 
NEW YORK 
Buffalo 9 


Shields Brothers 
1410 Main St. 


Hicksville, Long Island 


Electra-Craft Appliance 
Company 

248 Old Country Road 

Jamaica, Long Island 

Electra-Craft Appliance 
Compony 

92-22 160th Street 

New York City 

Electra-Craft Appliance 


Co. 
361 West 42nd Street 


NORTH CAROLINA 
Charlotte 
Authorized Appliance 
Repair Center 
511 Central Avenue 
NORTH DAKOTA 
Farge 
General Parts & 
Supply Co. 
806 Front St. 
OHIO 
Cleveland 
Electric Sweeper 
rvice Co. 
2034 Euclid Avenue 
PENNSYLVANIA 
Philadelphia 
The Arnold Company 
1427 Vine St. 
223 South 11th St. 
TEXAS 
Dallas 
——, _ Rental 
& Sup 
4234 cae Hines Bivd. 
WASHINGTON 
Tacoma 
Center Electric 
Engineering Corp 
1501 Center Q 
WISCONSIN 
mary es a 
Schnec 
1331- 33 North Tah St. 


5 tee Canada 


Albert Dyotte 
7348 St. Hubert Street 
Montreal, Quebec 


Armature Electric Limited 


Hutton’s Limited 
131-llth Ave. West 
Calgary, Al 


1055 Seymour Street 


Vancouver, B.C. 


ELECTRIC SANDERS POLISHERS 


#303 


ers 
Kit 19.95 


ELECTRIC POWER SAW 4&4 TABLE | 


#5-T-1 


Del's Elec. Motor Serv. 
54 Princess Street 
Winnipeg. Manitoba 


Shock Electric Company 
readalbane 
Toronto 5, Ontario 


| 
2 POWER DRILL 


#707 


’ $29.95 





*26.95 
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PRODUCTS, INC. 5808 Northwest Highway, Chicago 31, Ill. 


(Export sales, Scheel International, Inc., Chicago) 








FOR BUYERS OF 
LOW PRICED 
HIGH SPEED DRILL BITS 


"U. S. Eagle” is TOPS! 


THE "U.S. EAGLE" LINE OF 
29 JOBBERS LENGTH SIZES 
AND 60 WIRE SIZES PACKED 
ONE AND TWO IN AN EN.- 
VELOPE IS PRICED TO SELL. 















































be GLE 


AL : 
Ae 


THE 167 DRILLS IN THIS CASE 
SELL FOR $130 AT RETAIL PRICES. 
DEALER'S PRICE FOR CASE AND 
DRILLS COMPLETE IS $75. 


CENTURY DRILL & TOOL WORKS 
100 LAFAYETTE ST. NEW YORK CITY 


DIVISION OF AVILDSEN TOOLS & MACHINES, INC. 














@® EYE-APPEALING 

@ BUY-APPEALING 

@ PREPRICED 2 FOR 15¢ 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO 








TO HELP YOU SELL 


equipment comes in 12 oz cans 
only. A fire extinguisher and Plas- 
tic Spray are also available in the 
16 oz cans. Plasti-Kote, Inc. 


For more data circle No. 45 on postcard, p. 67 





Flashlight bulb display pack 


Flashlight bulbs are now avail- 
able in blister packs for self serv- 


ice display. Each bulb is in a plas- 
tic blister mounted five to a card- 
board platform. Two strips are in 
paper sleeve for 10 bulb unit sales. 
Platform shows bulb size, number 


and so on. General Electric Co. 
For more data circle No. 46 on postcard, p. 76 


Colorful tackle catalog 


The complete Shakespeare fish- 
ing tackle line for 1957 is shown in 
this 48 page buyer’s catalog. There 
are feature pages on several new 
items in the line including the 
Push-Button WonderCast. Shake- 


speare Co. 
For more data circle No. 47 on postcard, p. 67 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Lightweight floor maintainer 


Here is an exceptionally light- 
weight floor maintainer for rental 
purposes. The Clarke FM-12 has 
the standard 12 in. brush but 
weighs only 31 lb. The unit has a 


special 4% hp motor. Interchange- 
able attachments handle waxing, 
scrubbing, polishing, steel wooling 
and buffing chores. Clarke Sanding 


Machine Co. 
For more data circle No. 48 on postcard, p. 67 


Self-inking roll-on marker 


Here’s a handy roller marker for 
dating, coding and so on. The 
marker can be used on curved sur- 
faces as well as flat areas because 
it is rolled instead of stamped. 
Easily changeable logotypes, plates 


or type can be used on the unit 
which will do continuous or inter- 
mittent marking. Industrial Mark- 
ing Equipment Co. 

For more data circle No. 49 on postcard, p. 67 


Paint mixer adapter 


You can now double the capacity 
of your Miller paint mixing ma- 
chines with this adapter. The Grip 
Tite 2 qt adapter makes a 2 qt 
mixer out of single can model while 
two adapters make a 4 qt mixer 
out of the two can model. Miller 
Mfg. Co. 


For more data circle No. 50 on postcard, p. 67 


(Continued on page 82) 


HARDWARE AGE, JANUARY 31, 1957 








haere 













This neat, handsome rack is made of 
sturdy tubular aluminum. Equipped with 
two roller dispensing shelves. Set it up 
ciiiniaaaia front in your store! 


¢ 


COMPACT SINGLE RACK... 
fits snugly against wall. Has 
special roller-equipped dis- 
pensing shelf and space for 
extra screening rolls. 








\" they re proved protit makers! 


LOOKS LIKE A MILLION... 
SELLS LIKE A MILLION ! 


You can double your screening sales with Five Big RACK AND ROLL DEALS 


OPAL’S New Rack Deals... read why! Now you can have this handsome rack loaded with OPAL 


Aluminum and/or Galvanized screening in all popular 
Again and again dealers have proved they could boost _ sizes ...in FIVE SURE-FIRE PROFIT-MAKING DEALS. 


sales with OPAL’S Screening Racks. Last year some REMEMBER, OPAL Screening is recognized for highest 
jumped profits 100% ...and even more. quality everywhere. Multi-Strand Selvage provides extra 
This newest OPAL double rack (shown above) was strength, keeps screening flat and easy to handle. Exclusive 


: ; “marked and measured edge’’ assures accuracy . . . speeds in- 
designed in answer to many requests. It holds five rolls ventory. If your distributor can’t give you full details about 


of Opal Insect Wire Screening on each side. Neat, con- all the new Opal deals, mail the coupon NOW! 
venient .. . equipped with two roller dispensing shelves. 
Truly a merchandiser without equal in the wire 
screening field. Put it to work for YOU! 








NEW YORK WIRE CLOTH COMPANY 
Dept. HA, York, Penna. 








I'm interested in your new OPAL Screening RACK and ROLL Deals. 
ff America’s fastest-selling Please send full details to: 
quality screening.’ NAME — 
COMPANY 





Manufactured exclusively by 


NEW YORK WIRE CLOTH COMPANY — 


YORK, PENNSYLVANIA CITY ZONE___ STATE wad 
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Cash in on 


NIP-CO 


January & 
February 
Advertising! 


in our perfectly 
timed promotion in 


CAPPER’S FARMER 
FARM JOURNAL 


extra windfall . .. 





210 Main St., 


PENNSYLVANIA FARMER 


OTHER TRADE & LOCAL MEDIA 


The cold weather and rodents are here 

- NOW'S THE TIME to cash in on this 
NOW'S THE TIME 
to profit from the seasonal deals in effect. 


NIP -0 MANUFACTURING, INC. 


New Rochelle, N. Y. 


Another TIMELY PROMOTION 











WON SS MOUSE-NIP....... only 35¢ 

















MICE—RATS 
GOPHERS 


ssa" FAST 


and save money, too! 


kills mice, gophers, 
squirrels overnite. — 


feeding window . 
RAT-NIP. only 49¢ 


A 50-year favorite in 
metal squeeze tube. No 
mess. No fuss. Both ob- 
noxious to domesticated 
animals. Be prepared for 
cold weather, and these 
pests, get this famous 
pair TODAY. At drug, 
hardware, feed stores. 
Mfd. by NIP-CO. Mfg. 
Ine., New Rochelle, N.Y. | 


GRQuno oon ot a8 | 


aD. 


KILLS 





Ne Rk eee 


STOCK UP + DISPLAY - Stl 


RAT-NIP - MOUSE-NIP 


Overnight exterminators 
..Economically priced 
..Completely guaranteed 
ava Colorfully displayed 
ies ae Nationally advertised 
ices a Biggest profit-makers 


ORDER TODAY! Catalog sheets available. | 
REPRESENTATIVES: Some choice territories open. | 
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ditty 


show them in actual use 


Use any 2x4s for legs and 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 
Sets to a carton. 
Dealer helps 
FREE 


SAWHORSE 
BRACKETS 


@ NO NAILS 





@ NO BOLTS 
@NO SCREWS 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 






Vitly = 


Ot hae 















MAKE UP A po; ty 
JIFFY SAWHORSE ~ 
TO DEMONSTRATE — 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


sev tax 


a] 





GRAND HAVEN STAMPED PRODUCTS CO. 


Grand Haven 
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Mich 

















New Merchandising Ideas 
Looking for more profits, 
better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 
Self-Service Salesmanship 10¢ ea. 
Selling in a self-service store re- 
—_ a new type of salesman- 
ip. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 
order copies from 
Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Pa. 
Cash must accompany order 




















GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


Double Spring Action 
2 Sizes Hold Most Handles 





Bright Nickel Finish 
No Jutting Points 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 




















NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





of low 
register adding machine units. The 
machine provides a tape for the 
customer and a record 


























(Continued from page 80) 


Low-cost cash register unit 


Here is the latest in a new line 
priced combination cash 


of trans- 





actions for the dealer. An add key 
enables operation of the unit as 
an adding machine without affect- 
ing the total registered in the cash 
register. Victor Adding Machine 
Co. 


For more data circle No. 51 on postcard, p. 67 


Counter-fioor paint mixers 


Action sells paint. And, Miracle 
Model Paint Rejuvenators provide 
action. A counter and a pedestal 
model are available. This modern 
paint mixer will handle four 1 qt 








Pa greg SNORE 


. or ce 


cans without adaptors. In addition 
it features an automatic timer and 
two-toned finish. Pedestal stand is 
chrome finished. Miracle Paint Re- 


juvenator Co. 
For more data circle No. 52 on postcard, p. 67 


(Resume reading on page 14) 
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showed tremendous paint sales increases 


“Increased paint sales 700%” 

Read this amazing success story on how this dealer 
boosted paint sales 700% and total store sales 400%. 
See how he used co-ordinated advertising, 
promotion and merchandising. Get this file and 
apply the same principles to your business. 


“Sold more paint in 3 days 

than | figured we could in 60 days’”’ 

Find out the ideas that made this dealer say, 

“In over 20 years’ experience I have never had 
such success in such a short period of time.”’ ; 
Read his success story and see how he did it. 
Pick out those things you can use to double or 


triple your paint business. It worked for him... 
it can work for you. 


“Paint sales running better than 600% ahead”’ 
Here’s the program that made selling paints 

“‘a breeze’’ for this dealer. Don’t miss the facts on 
how he shot paint sales up 600% .. . and 

they’re still rising. Look over his story and see 

how you make it work in your store. 

He thought a 600% increase was impossible, 

but he did it. So can you! 


HOOKER GLASS & PAINT MFG. CO. 
659 W. Washington Bivd. 
) Chicago 6, Illinois 


| Please send me, without obligation on my part, a 
complete set of three Idea Files showing how | can 
increase my paint sales tremendously. 


Name 





| Sto re 





Address 




























Not a Secret Vise! 


Known Everywhere As Extra-handy and Rugged 


: a 





q WLLL 
















RizkaID 
Bench Pipe Vise~ 
8 sizes for 
\%y” to 6” pipe 















Pre-sold fast turnover pipe vises 


Why Sales Are Easy—LonGrip jaws 
for firmer pipe grip plus pipe rest for 
accurate threading and cutting. Built-in 
handy pipe bender—a time saver... 





















Known Quality— Replaceable long-life 
tool-steel jaws. Yoke and base of 
special tough malleable . . . Pre-sold 
by Rit@eaip’s 57 million ad campaign 
this year. Order now! 








The Ridge Tool Company, Elyria, Ohio, U.S.A. 


B4 





~ SINCE 1872 


MAKERS 


BULL‘? DOG 
DANDEE*E-Z 


SPECIALTIES 


NATIONALLY ADVERTISED IN 


The Saturday Evening 


= ae ; : ) P>f. if : 
tee eri P K 
SEND FOR CATALOG AND PRICES oe 


gt 251 CAUSEWAY STREET 













































for the 
greenest 
lawn 
with the 
least 
effort 






KEES KRAWLER 
Automatic ““No-Work"’ 
Sprinkler 


Kees Krawler travels across the lawn 
under its Own power, using hose as a 
track. Travels at choice of two speeds; 
throws two sprays; can be equipped with 
automatic shut-off. 

Each sprinkler individually boxed and com- 

pletely assembled except for the two arms. 

Packed with a wrench and extra set of nozzles at 
no extra charge. 

Three popular sizes — Model 100 (22 pounds); Model 

101 (28 pounds); Model 102 (38 pounds). Also Auto- 
matic Shut-Off. 


REX SPREADER 
For Seeding; Spreading Plant 
Food and Weed Killers 


Sturdy construction — 20 gauge 

ws steel; green and yellow baked-on 

~ enamel finish; rubber tires. 14-inch 

@ spreading width; 13 pound capac- 

ity; adjustable feed control; net 
weight 6!/, Ibs. 





ORDER FROM YOUR JOBBER 
Write P. O. Box 626 for Free Catalog 


KF. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
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How's the Hardware Business? 





Manufacturers adjust 
wholesale, retail prices 


Numerous changes in wholesale 
and retail price levels have recently 
been announced. 

Corning Glass Works has reduced 
retails on its Purex brand instant 
coffee makers. The 8-cup model 
is down to $5.95 from $6.95, 12- 
cup model is cut to $6.95 from 
$7.95. 

Cummins Power Tools has in- 
creased the price of its new heavy- 
duty Maxaw portable saw No. 7800 
from $79.95 to $84.95. 

General Electric Co. has reduced 
the list price of its “Roll-Easy” 
cleaner, model R-1, from $69.95 to 
$59.95. The firm also announced 
a new roll-around model cleaner, 
model C-4, is available for delivery 
at $54.95 list price. 

Krylon, Inc., has raised the price 
of its 16.2 ounce line of spray en- 
amels from $1.69 to $1.79, effective 
Feb. 1. No other products in the 
line are affected. 

Westinghouse Electric Corp. has 
reduced prices from 5 to 8 percent 
on several of its 1957 model win- 
dow fans. Deluxe Mobilaire is now 
$79.95, or $5 under the 1956 price. 
Mobilaire model is reduced $10 to 
$69.95. These reductions follow 
price cuts on several models of win- 
dow fans announced in December. 
Firm said no other immediate re- 
ductions are planned. 


Toy industry has best 
sales year on record 


American toy sales broke all 
records with $1.334 billion in sales 
for 1956, according to Toy Manu- 
facturers of the U.S.A., Inc. 

This figure reflects a sales gain 
of 12.6 percent above the $1.203 
billion recorded in 1955, the toy 
group said. 

Christmas spending accounted 
for the bulk, $1 billion, of toy sales. 
Average expenditure per family for 
toys was estimated in excess of 
$30 in what is generally considered 
a late-buying year. 


Why the increase? Toy manu- 
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facturers agree that there are four 
main reasons for the big 1956 
gains, and still better gains this 
year: 

Higher consumer income is ex- 
pected to stay high; steadily climb- 
ing birth rate shows no sign of 
tapering off; American families 
tend to grow in size; and there 
is still a trend to suburban life in 
larger homes. 


Arvin housewares lines 
now have warranties 


Ironing tables, outdoor furniture, 
and outdoor grills produced by 
Arvin Industries, Inc., Columbus, 
Ohio, now carry warranties, the 
firm recently announced. 

Ironing tables are warranteed 
for a full year, as are grills. Fire 
bowls of grills are guaranteed for 


Promotions 





five years against burnout. Out- 
door furniture is covered for 90 
days. Warrantee cards are at- 
tached to each Arvin item. 

The firm also stated it will dis- 
continue manufacture of dinette 
sets. Production has been gradually 
cut back in past months. Other 
new products and expanded lines 
will replace dinettes. 


Construction spending 
will be higher in ‘57 
(Continued from page 14) 


so heavily, it is expected to run 
out of money by March. 

2. Continued authority for the 
voluntary home mortgage program 
to function. This programs helps 
the flow of mortgage money into 
housing for minority groups and 
small and remote areas. 

3. A proposal is under study for 
the formation of a central mort- 
gage bank. This proposed agency 
would lend money to builders, lend- 
ers, and other investors who would 
put up government-backed mort- 
gages as security. 








Four sales featured in 
Landers’ spring plans 


Four specialized promotions fea- 
ture the “Spring selling spree” con- 
sumer advertising campaign of 
Landers, Frary & Clark, New Brit- 
ain, Conn. 

Two of the promotions are retail 
offerings. The other two are spe- 
cials which give dealers and whole- 
salers a bonus. 

Consumer specials are (1) a free 
$9.95 Dazey Ice Crusher with pur- 
chase of a Universal Mixablend, 
and (2) a free $3 value frying 
pan cover with each new large size 
Universal automatic frying pan. 

Twin trade offers are baker’s 
dozen deals of a free toaster or 
Universal Steam ’N Dry iron with 
every 12 a dealer or wholesaler 
buys. 

Advertising mats, radio and TV 
scripts, and other dealer tie-in aids 
are available to back up ads in 
these 15 consumer magazines: 


Manufacturers’ New Merchandising Plans 


Look, Saturday Evening Post, 
Bride’s, McCall’s, Seventeen, Sun- 
set, Living For Young Home- 
makers, Woman’s Day, True Story, 
House & Garden, Good Housekeep- 
ing, Ladies’ Home Journal, Family 
Circle, New Yorker, and Better 
Homes & Gardens. 


Archer-Daniels-Midland 
offers dealers movie 


Dealers who want their paint 
sales meetings to pack a punch will 
be interested in a 15-minute “Posi- 
tive Selling’ movie offered by 
Archer-Daniels-Midland Co., Min- 
neapolis. 

Part of sales training plan, the 
new movie sets forth outstanding 
sales techniques in color and sound. 
The film shows your sales staff new 
ideas and sales aids that result in 
higher paint volume. 

In conjunction with the film, a 
booklet, “How Painting Contrac- 
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tors Are Increasing Their 
with Positive Selling,” 
summary of new business garnered 
through using the ADM sales plan. 

Other related merchandising aids 


are: “ABC’s 
Gardens; a 


and collection letters. 


of Color,” 
guide planned by Better 
sales easel of 70 full 
color designs; ad mats; 
Also, there 


(Continued ) 


Sales 


presents a 


a color 
Homes & 


and sales 


is a Telephone Prospector of ready- 


made sales 
basic “Plan Book for 


°° 


ing. 


presentations, 


U. S. Steel announces 


3rd annual Kitchen Call 
Steel Corp. 
third 


United States 
announced 
“Kitchen Call” 
this year May 8-22. 


its 


and a 
Positive Sell- 


has 


annual 
promotion will run 
The promotion 


is built around steel kitchen cabl- 
nets and built-in appliances. 


Television, 


newspapers, 


chures will carry the slogan, 
for a kitchen styled in steel.”’ 


and bro- 
“Call 
The 


company offers consumers a free 
kitchen planning book, and a list 
of steel equipment dealers. All 
dealers who request a free ““Kitchen 
Call” promotion kit will be on the 
dealer listing. 

Kits available for dealer tie-in 
include point of sale materials such 
stick-on flags and giant wall 
posters which incorporate slogan 
and symbol of the program. 


as 


“Closing out” sales may 
be going out of business 


Are you troubled by competitors 
holding continuous “going out of 
buiness” sales? 

Your troubles may soon be over 
if a model law developed by the 
Council of State 
goes through your state legisla- 
ture. Copies of the law are being 
distributed to law makers in all 
48 states. 

The model law provides for a 
$100 license to conduct a “going 
out of business,” “must vacate,’ 
“lost our lease” and similar type 
sale. A $1000 bond is required to 
guarantee the sale is 


Governments 


as adver- 


tised Also, a sale inventory would 
be posted with the town clerk and 
no new merchandise could be 
brought in for the sale. 

Similar laws are now 
in some communities. 


in effect 


Manufacturers building 
new factory additions 


Youngstown Mfg. Inc., will 
double production when peak oper- 
ation begins at its recently ac- 
quired plant in Louisburg, N. C. 
New capacity rating is about 2,000- 
000 lb per month for extrusion and 
smelting. 


Evans Products Co. will increase 
its production capacity of veloci- 
pedes to % million units annually 
when production begins at its new 
plant in West Branch, Mich., 
in 1957. 


early 


O’Brien Corp. is building two 
buildings which will add one-third 
more floor area to the present plant 
in South Bend, Ind. One building 
will for manufacturing, the 
other for warehousing. 


be 
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super -TUFF 


50 ft. coil of manila 
rope in attractive cello- 
phane bag. No wrap- 
ping or measuring — 
“it’s packaged right to 
sell on sight’. 


x 





€ 


° ° e 
junior coil 
25 Ibs. packed in self- 
dispensing carton. 
Measure-marked every 
10 feet. 


Practical rope packages for- 


Home -« Farm « industry e Recreation 
THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 


7 
MANUFACTURERS 
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THIS CONCRETE WAS “FOR THE BIRDS” 4 
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BUT~ iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY coceé 


ut Latex (oncrete 


REPAIR AND TOPPING 
REVOLUTIONIZES cement and masonry repairs - 
ee aang A te grt abprebeceda 

PRIMING and CURING thot are necessary 
with ordinary cement patching materials 
What's more. it is applied as THIN as he Of 
whatever thickness needed 
Soves contractors, 
maintenance men hundreds of 
concrete replacement and repairs 


INCREASE YOUR SALES-DOLLAR VOLUME 
? 


home 


alex loncrete 
REPAIR AND TOPPING IN THESE 3 SIZES 
a terrific seller in the Fix-It-Yourself market! 
SMALL KIT — 8 /bs 
(sufficient to repair 50 to 


150 ft. of average cracks) 
RETAIL PRICE $ 


LARGE KIT — 14 /bs. ix, | gallon 
(double size) 


ihe CAMP COMPANY, Ac 


Owners farmers, 


dollors in 








rere UNIT 

2 lb drum 
Includes 40 KS powder 
late ‘x mixer 
rien Ito cover appro” 


100 sq. ft, Ae thick 
RETAIL PRICE 510.00 


BOTH KITS include powder Mix, liquid rubber latex and a trowel 
LIBERAL DEALER DISCOUNT. Pricesare F.O.8. Chicago 


6958 South Stote Street 
Chicago 21, Illinois 
. E 
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Bolt Products 


Sheffield ‘“‘serv-a-bolt’’ package will 
speed up your bolt sales. This trim and 
sturdy dispenser-end carton ‘‘serves”’ 
them fost — without your moving the 
cartons or disturbing their neat array 
on your shelf. Easier handling all 
cround — in the store and on the jobl 
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We “Split da 
to guard the quality of your Sheffield Bolts 












a _ 


> gh oi : 2 , = , 
irs” (and then some) 





The diameter of a human hair is 27/10,000ths of an inch. The super 
micrometer used to check tools and gauges used in Sheffield bolt manufac- 
ture measures accuracy to 1/10,000th of an inch. 


That’s just one phase of Sheffield quality control. Just one reason why 
Sheffield bolts give you delicate precision with brute strength. Through 
every step of Sheffield steelmaking and bolt manufacture, we guard quality 
constantly with critical electronic, mechanical and chemical controls and 
tests. Result: bolts that install easier; hold stronger, longer. 


Selling a dozen bolts to a do-it-yourselfer, or filling a king-size order... you 
can depend on Sheffield quality to make happy customers and repeat sales. 
Make your store “bolt headquarters’”—with ample and varied stocks of 
Sheffield bolts—and you'll step up sales not only for bolts but for your other 
merchandise, too. Order from your jobber now. 


SHEFFIELD DIVISION 


ARMCO STEEL CORPORATION 
SHEFFIELD PLANTS: HOUSTON * KANSAS CITY * TULSA 
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MAKERS OF QUALITY 
BOLT PRODUCTS 
SINCE 1888 
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Four West Coast Dealers Open Doors; 
Other New Stores in South, East, West 


Pomona, Calif.—Gifts and 
prizes were offered at Po- 
mona Valley Hardware, 354 
W. 2nd St., during its recent 
two day remodeling celebra- 
tion. Owner Paul Beck re- 
cently purchased the store 
from Oscar Mastrud and 
Esther Eggleston who re- 


tired after 22 years at the 
2nd St. location. 

Vancouver, Wash. —The 
new Coast-To-Coast hard- 


ware store recently opened 
for business at 711 Main St. 
The extensively renovated 


store is owned by John C. 
Scholl. 


Sacramento, Calif.—McCall 
Builders Hardware has 
moved to new quarters at 
1730 Alhambra Blvd. The 
new location has 16,000 sq ft 
of space. The firm was form- 
erly at 1831 F St. 


Concord, Calif. — Concord 
Avenue Hardware Store re- 
cently held a grand opening 
at 2064 Concord Ave. The 
store is owned and operated 
by Frank and Myron Rose 


(Continued on page 95) 





Expansion of S&Q Stores Program Seen 
Improving Sales in 1957 for Janney 


1957 will be one of the 
best of its 90 years of op- 
eration, officials of Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler, predicted 
at the company’s recent an- 
nual dealer conference. 


The improvement in sales, 
according to B. J. Case, pres- 
ident, will be due to the 
continued growth of the S&Q 
stores program and a reduc- 
tion in warehouse handling 
costs. 

The conference was held at 
the Hotel Leamington, Jan. 
14-16. Attendance was lim- 
ited, for the first time, to 
members of the S&Q pro- 
gram, and a small group of 
prospective members. 

The effect of the S&Q pro- 
gram on dealer profits was 
discussed by Henry W. Hill, 
executive vice-president. He 
reported the results of a 
survey of S&Q stores, as 
compared with national 
dealer operating figures. 

The survey showed that 
the Janney S&Q stores had a 
higher turnover (2.6) than 
the national average of 2.15. 
Gross margin of the S&Q 


88 


stores was smaller and ex- 
penses were also lower than 
the national average. 

Profit for the S&Q group 
was 4.2 percent, as compared 
with the national average of 
1.89 percent. Mr. Hill attrib- 
uted the greater S&Q profits 
to the merchandising aids 
supplied by the stores pro- 
gram. 

Establishment of a sepa- 
rate Stores Division to 


Rene os 


Odell Hardware Has 
New Retirement Plan 


Odell Hardware Co., whole- 
saler at Greensboro, N. C., 
recently announced an em- 
ployee retirement plan as it 
entered its 85th year. 

Five salesmen, with a 
total of 160 years service 
between them, were the first 
to benefit from the plan. At 
a recent testimonial dinner, 


the five were presented gold 
watches by Odell president 
D. H. Lambert. 

Three of the five men have 
more than 40 years service 
each. They are: Charles R. 
Atkins, Sr., who started in 


1910; Elmer C. Yow, a begin- 
ner in 1912; and Robert R. 
Freeman, who joined the firm 
in 1914. All began as clerks 
in the old Greensboro retail 
store. It was closed in 1942. 





Here you see the men to first retire under Odell Hardware 


Company's retirement plan. 


Combining 160 years of service 


as salesmen are (from left): R. C. Gray, C. R. Atkins, Sr., 
E C. Yow, S. G. Riggs, and R. R. Freeman. 





handle the S&Q program 
was announced by L. M. 
Hatfield, vice-president in 
charge of sales. Harold 
Dungan is manager of the 
new department. 


Plans for more aggressive 
consumer advertising of the 
S&Q symbol will be put into 
effect in 1957. 

The meeting consisted of 

(Continued on page 92) 





Opening meeting of the 1957 dealer conference sponsored by Janney, Semple, Hill & Co., 


Minneapolis. 
portant lines. 


The meeting featured product knowledge seminars covering a number of im- 
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Sutphin is President 
At Skillman Hardware 


Edward F. Sutphin was 
recently elected president of 
Skillman Hardware Mfg. Co., 
Trenton, N. J. 

Mr. Sutphin will continue 
to serve as general manager, 
a post he has held for 25 
years. 

Other officers of the re- 
organized company are Ray- 
mond Perrott, secretary, and 
Janet Crowther, treasurer. 

Mr. Sutphin headed a 
group of investors who re- 
cently acquired the firm from 
the Wheaton family. Skill- 





EDWARD F. SUTPHIN 


man was established in 1865 
as the Trenton Lock Co. 





Hibbard Dealers To Promote Outside Paint 
In Competition With Mail Order Chains 


Paint will be a major 
promotion this spring with 
Hibbard, Spencer, Bartlett 
& Co. dealers. And they are 
going right after the market 
on a competitive basis with 
Sears, and with a guarantee 
that they can stock paint and 
return all unsold merchan- 
dise. 


Announcement of the big 
paint promotion was the 
highlight of the fourth an- 
nual convention and mer- 
chandise show of Auburn, 
Brown-Cam’'p, Associated 
Hardware and True Value 
Associate Dealers recently 
in Hibbard’s warehouse and 
auditorium in Evanston, Il. 

Hibbard’s paint promotion 
is aimed at the $5.39 per 
gallon retail outside paint 
line of Sears. 

Hibbard dealers can com- 
pete with outside paint at 
$4.98 a gallon retail. That 
price gives dealers a 28 per- 
cent mark-up. 

Dealers can stock up for 
mass displays O. W. Ahl, 
Hibbard president, an- 
nounced. All paint unsold 
on June 30 can be returned 
with full credit for paint and 
freight. 

The three-day merchan- 
dise show set a new high for 
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attendance and for orders 
written. Dealers checked the 
displays all day Sunday and 
on Monday and Tuesday be- 
fore and after the convention 
program. There was great 
interest in the new lines, and 
special values, offered by 
some 225 exhibitors. 


About 500 new members 
were added during the past 
year G. F. McIntyre, vice- 
president in charge of sales, 
announced. About 1600 deal- 
ers now are in the company’s 
combined programs. Sales 
are more than $20 million a 
year. Cash rebates are 
$1,250,000 a year. 

Details of Hibbard’s paint 
promotion that makes dealers 
competitive with a chain that 
accounts for 7 percent of the 
total paint sales came as a 
climax to a dealer-participa- 
tion program on “Your As- 
sociate Store Program.” 

Tom Avery, Avery’s True 
Value Hardware, Knoxville, 
Iowa, told the meeting his 
stock turned 4 times during 
1956, his inventory was 
lower, that his stock was 
clean and without dogs. 

Art Quandt, Hi-Lo True 
Value Hardware, Riverdale, 
Ill., pointed up the value of 

(Continued on page 94) 
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Fred Johnson Elected Shapleigh President 





And Director; A. Lee Shapleigh Resigns 


Paint Assn. Elects 
Simpson President 


David Simpson, Weaver 
Paint Co., has been elected 
president of the Rhode Is- 
land Paint Travelers’ Assn. 
for 1957. Retiring president 
is James F. Finegan, Sapolin 
Paints, Inc. 

Other elected officers are 
Charles Hudson, Lowe Bros. 
Co., first vice-president; 
Robert Heuston, Nu Brite 
Chemical Co., second vice- 
president; Clinton Whittles, 
Clinton Supply Co., secre- 
tary; and Raymond Ethier, 
Sapolin Paints, Inc., is the 
treasurer. 


Disston Names Heath 
Hardware Sales Mor. 


William H. Heath has 
been named hardware sales 





WILLIAM H. HEATH 


manager, Henry  Disston 
Div., H. K. Porter Co., Inc., 
Philadelphia. 


Mr. Heath was sales man- 
ager, plastic department, of 
Porter’s Quaker Rubber Di- 
vision. 


Ideal Toy Names 
New Sales Manager 

Jack J. Cohen has been 
named sales manager of the 


plush toy division of Ideal 
Toy Corp., New York. 





FRED JOHNSON 


A. Lee Shapleigh has 
resigned as president and 
director of the Shapleigh 
Hardware Co., St. Louis 
wholesaler. 


Mr. Shapleigh’s resigna- 
tion was effective Jan. 15. 
His successor is Fred John- 
son. 


Until recently, Mr. John- 
son was vice-president and 
general manager of the Luf- 
kin Rule Co., Canadian op- 
erations. He had previously 
been with the U. S. and 
Canadian operations of Mar- 
shall-Wells Co. in various 
executive capacities. 


Mr. Shapleigh delivered 
his resignation at the last 
meeting of the board of di- 
rectors of the firm in 1956. 
Mr. Johnson was elected his 
successor at the same meet- 
ing. 


McGraw-Edison Merge 


McGraw Electric Co., 
Elgin, Ill., and Thomas A. 
Edison, Inc., West Orange, 
N. J., recently merged to 
form one of the larger firms 
in the electrical industry. 
Max McGraw is the president 
and chief executive officer of 
the merged firms, called Mc- 
Graw-Edison Co. New com- 
pany has combined sales of 
“over 250 million,” Mr. Mce- 
Graw said. 
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and now ... MORE HELP 


to help you sell more .. . 





tor EVERY E Painting Operation! 


hs an hp en 
Of Sweet's Architectural File For 1907- 


for every painting operation 


This is a colorful, factual, interesting four page insert appear- 
ing in Sweet's Architectural File for 1957. This is telling your 
customers and prospects, 17,000 of them, the essential 
qualities to make every painting operation better and longer 
lasting. The story of X-l-M FLASH BOND, the Superior Seal 
and Bond for improving the adhering and wearing properties 
of paint to metal and practically every other type of surface, 
is also being told to over 200,000 other customers and 
prospects through national advertising in AMERICAN PAINTER 
& DECORATOR: AUTOBODY AND THE RECONDITIONED 


CAR: MOTOR AGE: SIGNS OF 
PROVEN IN 
-f FOR MORE 


You'll want to know what this Sweet's 
THAN Architectural File insert contains. 
20 YEARS! Send for your copy . . . it’s FREE! 
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H. Forsberg Co. HA-|! - 
5103 Lakeside Ave., Cleveland 14, Ohio . 
Yes, | would like to have a copy of your Sweet's - 
Architectural File insert, without obligation. - 
s , 
5 : 
a SN Ee SUS Se Ake ha De 0 cee A eee th a een eed . 
a : 
FS CS See ES Tee ey Pn LE : 
8 ' 
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Bed a aoe aene hte tes cadena meen or 


e in Canada for Canadian use—Represented in Canada by: 
DOUGALL’ S SUPPLY LTD., 807 Bathurst St., Toronto. 


Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S 
SUPPLY HOUSE LIMITED, Honolulu. 

















NEWS OF 


News of the Trade 


MANUFACTURERS’ AGENTS 


Simonsen Industries, Chi- 
cago, Ill., has made the fol- 
lowing additions to its field 
sales force. Lou Gershon & 
Associates, Kansas City, Mo., 


will cover Kansas, Nebraska, 
Missouri and southern Illli- 
nois. 

Harry Hanser Organiza- 


tion, New York, covers Penn- 
sylvania, New Jersey, Dela- 
ware, Maryland, Washington, 
D. C. and New England. 

Album-Orren Sales 
Minneapolis, Minn., covers 
Wisconsin, Minnesota, N. 
Dakota, S. Dakota and lowa. 
Roy J. Holsclaw, Denver, 
Colo., covers Montana, 
Idaho, Wyoming, Utah, Col- 
orado and New Mexico. Dave 
Sterling, Dallas, Tex., covers 
Texas and Oklahoma. 

Phil Meyers & Associates, 
Toledo, Ohio, covers Ohio, 
Indiana, Michigan, Kentucky 
and West Virginia. Maxim 
Hershey Co. covers Florida, 
Georgia, Alabama, Louisiana, 
Mississippi, Arkansas, Ten- 
nessee, N. Carolina, S. Caro- 
lina and Virginia. 


Co., 


v 
G. M. Baird & Co., Mem- 
phis, Tenn., manufacturer’s 


representative, has appointed 
Robert N. Archer, Jr. as a 
salesman in the Eastern ter- 
ritory. He had previously 
been with Orgill Brothers & 
Co., Memphis hardware 
wholesalers. 


v 


Falls Products, Inc., Genoa, 
Ill., has appointed John H. 
Dahlberg, Framingham, 
Mass., representative to han- 
dle Roto-Clipper power mow- 
ers in New England. Mr. 
Dahlberg’s associates are An- 


drew P. Federline, Jr. and 


Rudolph J. Danielson. 


Vv 
Griffin Mfg. Co., 
has appointed the Texoma 
Sales Co., Dallas, Texas, 
representative in the Texas 
area. 


Erie, Pa., 


Vv 

Katch King Lure 
Co., Boulder, Colo., 
pointed Pickwick Sales Co. 
as its national sales agency. 
Manager Ted Conner of 
Pickwick will appoint area 
representatives. 


Mfg. 
has ap- 


v 


Quickie Mfg. Co., Philadel- 
phia, has named David R. 
Swift Co. its representative 
for Louisiana, Arkansas, 
Oklahoma, and Texas. It also 
named David Boyd to cover 


Florida, Georgia, and Ala- 
bama. 
Vv 
Jae & Meyer, Inc., New 


York, manufacturer’s agency, 
has been formed by David 
Jae and Perry Meyer. The 
new agency, at 34 W. 46th 
St., will specialize in con- 
struction materials and elec- 
trical and housewares speci- 
alities. 


v 


Earle Hardware Mfg. Co., 
Reading, Pa., has appointed 
two agents to handle its line 
of locks latches and period 
hardware. O’Reilly and Boa- 
den, Inc., Greenville, R. L, 
will cover New England and 
upper New York State. Wil- 
liams & Williams Co., Irwin, 
Pa., will cover western Penn- 
sylvania and Cleveland, Ohio. 





Heavy Hardware Attendance Among 11,000 
Record Turnout At Chicago Housewares Show 


Show officials said the turn- 
out of hardware dealers and 
buyers was very heavy at 
the record breaking house- 
wares exhibit at Chicago’s 
Navy Pier and Drill Hall 
from Jan. 17-24. 

These records were set: 
More than 11,000 registra- 
tions, or 1400 more buyers 
than last year; there were 
727 exhibitors, or more than 
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100 above last year’s record. 
This was the 26th Na- 
tional Housewares Show. 
Several trends of merchan- 
dising were evident for the 
coming year. Among these 
the trend to light yellow as 
the next booming color in 
electric and non-electric 
items, and more emphasis on 
electric cookware and central 
electric control units. 
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"See, SR. 


P&C R-150 Tool Merchandiser!’’ 


IF YOU WANT MORE PROFITS FROM YOUR TOOL 
DEPARTMENT READ WHAT THESE P&C DEALERS SAY: 


= 
—_ 
‘‘Our tool sales doubled after putting in the —_> 
Load 
<— 
=> 


‘Sales sharply increased when the R-150 was put in.’ 
‘The R-150 can't be beat for impulse buying.”’ /\ 
“Our turnover is unbelievable.” 

‘We now sell tools we carried but never sold.” 


“Inventory control is so easy now.’’ 


PROFIT MAKING FEATURES OF THE AMAZING 
P&C R-150 TOOL MERCHANDISER: 


® Neatly displays a complete line of 150 popular tools, 
each one a P&C ‘best seller.”’ 


So compact——only 32° wide. 

Every tool shadow outlined, clearly priced, numbered. 
Flashing beacon draws 14% more customers. 

Display revolves ror easy customer shopping. 


Attractive eye-catching blue, yellow and white colors. 


Top quality tools, backed by famous P&C guarantee 
and national advertising. 


@ Puts the tools out where your customers can see 'em, 
feel 'em and buy ‘em. 


®@ Over 12,000 P&C Merchandisers now in use. 


WANT TO INCREASE YOUR PROFITS? 


IF YOU LIKE MONEY and aren’t getting all the profit 
per square inch you should from your tool department ask 
your hardware wholesaler about the P&C R-150. Or write 
for complete information today! 


iTool Company 





Dept. A-3, Box 5926, Portland 22, Oregon 
and Schiller Park, Illinois 


P&C... the best tools money can buy. 
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“A Good Line 
to Handle’’ 


GRIFFIN 


SHELF HARDWARE 


Cat. # R240 
Wrought Steel Butts 


When it comes to any item in shelf 
hardware . . . mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 














ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You'll 
find your wholesalers like every 
thing about the firm’s policy ... 
and you'll find your customers like 
the Griffin products. 





A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
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Moore-Handley Holds 
Three 75th Year Shows 


Moore-Handley Hardware 
Co., Birmingham, Ala., 
wholesaler, recently held a 
triple anniversary celebra- 
tion. The company is 75 
years old this year. 

To make the diamond an- 
niversary outstanding, mer- 
chandise marts were held at 
the home office, and offices at 
Nashville, and Mobile, Ala. 

Seventy -fifth year mer- 
chandise specials and unusual 
display highlighted the four- 
day dealer shows. 


Two Promoted, One 
Elected at O. Ames 
James Campbell, J. Brun- 


son Williams, and John F. 
Ault have taken on higher 





JAMES CAMPBELL 





J. BRUNSON WILLIAMS 


responsibilities in a series of 
recent management changes 
at O. Ames Co., Parkersburg, 
W. Va. 

Mr. Campbell, former mid- 
west district sales manager, 
has been named assistant 
sales manager of the tool 
division. Mr. Williams has 
also been named an assistant 
sales manager of the tool 
division. He was sales man- 
ager of the New York City 
district. 

Mr. Ault has been elected 
vice-president in charge of 


News of the Trade—— 








JOHN F. AULT 


manufacturing. He continues 
former duties as vice-presi- 
dent in charge of engineering. 





Expansion of S&Q 
(Continued from page 88) 


two days of product knowl- 
edge seminars and general 
meetings and one day of 
merchandise display. The 
seminars were small group 
meetings devoted to various 
lines. The merchandise dis- 
play was held at the North 
Star Building, where buying 


was reported to be much 
heavier than in_ previous 
years. 

Two new members have 


been elected to the dealers’ 
S&Q Store Planning Com- 
mittee. They are B. W. Mat- 
ske, Lewiston Hardware, 
Lewiston, Minn., and C. E. 
Watters, Watters Hardware, 
Lake City, Iowa. 

Other members of this 
group, which advises. the 
Janney management on vari- 
ous phases of the S&Q stores 
program, are: Ray Hegert, 
Hegerts Hardware, Harting- 
ton, Neb.; Joe Meyer, Meyer 


Hardware, Golden, Colo.; 
Willis Reineman, Reineman 
Hardware Co., Burlington, 


Wis.; T. H. McCallum, Grove 
Hardware, Wichita, Kan.; 
Arvid Benson, Benson Sup- 
ply, Moorhead, Minn.; Harry 
Wilson, Wilson Paint & 
Hdwe., 5941 So. Kedzie, Chi- 
eago, and William C. Kyle, 
Idaho Falls Hardware Co., 
Idaho Falls, Idaho. 


Eclipse Buys Wasp Line 


The Eclipse Lawn Mower 
Co., a division of Buffalo- 
Eclipse Corp., Prophetstown, 
Ill., has bought all patents, 
patterns, and rights to the 
Wasp chain saw line form- 
erly manufactured by North- 
ern States Equipment Inc. 
Purchase is part of program 
of diversification. 
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They’ve been adding on — since they started 
suggesting “Scotcn”’ Brand Masking Tape 
with every paint sale! 














WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Sec- 
tion of the Catalog Directory Num- 
ber of HARDWARE AGE for that 
particular trade-name. You will find 
it listed alphabetically under the 
product heading of the item in 
question. 


There alongside the trade name 
you will find the name of the manu- 
facturer who makes it. The address 
of the maker will also appear with 
the firm name arranged alphabet- 
ically in the same list. 


Keep this Catalog and Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 


56th & Chestnut Sts., Philadelphia 39, Pa. 
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Special deal on 
fast-selling ELMER’S” 
GLUE-ALL to put extra 


money in your pocket! 
Because 1957 is the /00th Anniversary 
of The BORDEN Company, we are 
offering a special free deal. We are 
giving away a free plastic bottle or 
tube of ELMER’S GLUE-ALL with 
every purchase of 11. Order 12 
packages of ELMER’S GLUE-ALL 
in plastic containers (all sizes)... 
but pay for only 11! 

Don’t delay! This deal is 
offered for just one month— 
January 20, 1957 to February 
20, 1957. Orders received 
during this period for all 
plastic squeeze bottles and 
tubes of ELMER’S GLUE-ALL 
will be invoiced by your 
wholesaler at the special 
centennial prices. Remember 
—Elmer’s Glue-All is the 
fast-selling, modern plastic setae 
glue that’s extra strong... dries “™ 
quick and clear. It makes satisfied 
customers. Stock up now and profit! 






Giant consumer contest to bring 


extra customers into your store! 
The BORDEN Company is giving away $100,000 

in prizes during the first three months in 1957 
in a spectacular /00th Anniversary Contest. A Fe 
To enter, your customers just have to iT? Tia 
name Elsie the Cow’s twin baby calves . " 
who will be “born” at the beginning 
of the year. Special entry 

blanks for this contest will be 
packed in all of our display 

trays and cartons, making it 

easy for everybody to enter. 

This contest will be promoted 

by large space, full-color 
advertising in Life, Saturday 
Evening Post, Look, This 

Week, American Weekly, Parade, 
and many others. Also by popular, 
top-rated national television shows such as 

The People’s Choice, Fury, and Queen For a Day. 













for 100 years folks have been saying, 


"IF IT’S BORDEN’S IT’S GOT TO BE GOOD!” 


~ Borden 


COMPANY 
CHEMICAL DIVISION 
350 Madison Avenue, New York 17, N. Y. 
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Arthar Bird, Richards & Conover Executive, 
Leases Big Texas Site toR&C for Expansion 


Arthur Bird, chairman of 
the executive committee of 
Richards & Conover Hard- 
ware Co., Kansas City, Mo., 
wholesaler has bought a 190,- 
000 sq ft factory building 
from Cooper Homes at Ama- 
rillo, Texas. 

Mr. Bird formed a corpo- 
ration to buy the building. 
The building has been leased 
to Richards & Conover for 
storage and distribution of 
heavy hardware and paint 
lines in the Texas Panhandle, 
southern Colorado, and south- 
ern Oklahoma territory. This 
new outlet will supplement 
the Oklahoma City operations 


of the firma, according to 
Richards & Conover presi- 
dent, Samuel L. Sawyer. 

Operations, already begun 
at the new site, employ 
nearly 50 persons. There are 
seven salesmen covering the 
area. 

A railroad siding, truck 
bays for eight trucks, and 
10,000 sq ft of air conditioned 
office space are features of 
the building. About 180,000 
sq ft is warehouse space. 

This expansion highlights 
the beginning of the 100th 
year of operations of Rich- 
ards & Conover. The com- 
pany was founded in 1857. 








Re 


Here are the officers elected at the recent three-day 68th 


annual convention of the 


Western Retail Implement and 
Hardware Assn. at Kansas City, Mo. 


From left: J. Keith 


Melvin, secretary-treasurer; Cliff Harper, president; and Gene 


Manny, vice-president. 


Directors 


representing hardware 


dealers for 1957 are: Mr. Manny, H. W. George, Victor Clark, 
James Pratt, Carl Connell, and Frank Haight. Directors rep- 


resenting farm 


implement dealers are: Mr. 


Harper, Herb 


Owen, M. A. Kline, Gene Roth, William Adriance, and Ed- 


ward Shouse, all re-elected. 





Remington Arms Names 
Mitchell and Morgan 


John D. Mitchell has been 
named assistant director of 
sales, Remington Arms Co., 
Bridgeport, Conn. He was 
manager of the firm’s com- 
mercial sales division. 

F. E. Morgan, formerly 
manager of the field sales 
division, has been appointed 
manager of the arms, am- 
munition, trap, and target 
sales division. 


Also appointed were 42 
assistant district managers 
in the firm’s 15 sales dis- 


tricts. They are: 

S. C. Stanton, J. H. Chis- 
nall, and C. C. Adams, Bos- 
ton district; J. V. Eliot and 
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D. A. Tighe, Chicago; T. C. 
Williams, R. D. Demuth and 
Harold France, Cleveland; 
A. L. Garrett, Tom Hayes 
and G. W. Martin, Dallas; 
W. J. Reynolds, C. W. Doer- 
ter, and H. A. Babcock, 
Greensboro; C. L. Threeton, 
J. K. Strickland, and W. A. 
Strauss, Jacksonville; A. M. 
Perkins, Sr., and Clayton 
Taub, Little Rock; A. L. Ad- 
kins, J. S. Grainer, and 
Robert Ladd, Memphis; H. 
J. Purdie, R. B. Grant, and 
R. J. Fleming, Minneapolis. 

Also: C. I. Hoysradt, J. 
C. MacIntyre, and J. R. Hil- 
dreth, New York district; 
J. W. Price, J. E. Yanker, 
and H. D. Albaugh, Pitts- 
burgh; J. A. Folliott, J. Kap- 


- News of the Trade——— 





» 


JOHN D. MITCHELL 





F. E. MORGAN 


owich, and J. L. Williams, 
Portland; G. T. Porter, D. 
D. Doerge and A. F. Holland, 
St. Louis; O. W. Carlson 
and E. S. Larson, Salt Lake; 
W. E. Langhorst, E. J. Con- 
roy, and L. Simelius, San 
Francisco. 





Hibbard Competition 
(Continued from page 89) 


a wholesaler stock to back 
up his store’s need. Drop 
shipments, he pointed out, 
can be used only about 25 
percent of the time. Mr. 
Quandt also praised the pro- 
gram whereby dealers do 
their own ordering and thus 
function as a “salesman” 
for the wholesaler. 

Wayne Nichols, Village 
True Value Hardware, Chi- 
eago, Ill., pointed out that 
leaders amount to only 25 
percent of his paint sales. 
Hence, it pays to take the 
low mark-up on leaders, to 
build store traffic for the 
more profitable lines. The 
importance of paint to his 
store was evident, he said, 
by his inventory. The initial 
inventory was only $1700. 
Now his paint department, 
after eight months of selling, 
has a $6000 inventory. 

Other speakers on the pro- 
gram were Ralph Baudhuin, 
president, Rockford Paint 
Mfg. Co., Rockford, I[1]., who 
presented a new paint mixing 
machine for larger hardware 
stores. Also, J. A. Mclinay, 
vice-president and sales di- 
reci.« of Ray-O-Vac Co., 
Madison, Wis. 





Illinois Retail Assn. Elects Officers 





Here are the officers elected at the recent 60th annual con- 


the 


vention of 


Illinois Retail Hardware Assn. 


at Hotel 


Pere Marquette, Peoria, Ill. From left: Eugene L. Cox, pres- 
ident; John Gehl, retiring president; and August R. Stroot, 


vice-president. 


J. Hahn, J. R. Wylde, and A. O. Yahr. 


Officers are also directors. 


Yahr are holdover directors. 


Directors elected are R. G. Bucher, Gilbert 


Messrs .Wylde and 
Ad. 


visory committee members are Mr. Gehl, Henry Wachtel, and 


R. |. Jones. 
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Michigan Dealer Has Novel Christmas Card 


mS 
_ 


«4 





wo 


Everett E. Cookson is a dealer with a reputation for unusual 
promotions. A sample is this novel Christmas card for 1956. 


His store is pictured on the front. 


Inside of card reads: 


“Michigan's Vacationland . . . Even the sharptail grouse visit 


Manistique. 
season. C-L Hardware. 


Greetings and best wishes for a happy holiday 





DEALER BRIEFS: 





(Continued from page 88) 


and Donald Coragliotti who 
had operated the Concord 
Farm Implement Co. at the 
same location since 1936. 


Arlington, Tex.—Vaughan 
Hardware & Appliances re- 
cently opened for business 
at 809 West Park Row. It is 
in the new Phillips shopping 
center. Owner L. K. Vaughan 
has named W. C. Steakley 
general manager of the new 
store. 


Port Trevorton, Pa.—A 
new hardware store was 
opened recently by G. Flan- 
ders Keller. The two day 
grand opening featured re- 
freshments and special 
awards. 


Westfield, N. J.—Westfield 
Paint and Hardware and 
Scientific Kitchens recently 
celebrated the opening of its 
new store at 219 North Ave. 
Salvatore Tosto, owner of 
the hardware company 


moved it from 233 North 
Ave. The kitchens company 


was previously at 204 North 
Ave. Leroy Mumford is the 
owner. 


Madison, Tenn.—Craig and 
Shoffner Hardware Co. store 
has opened for business at 
the new Madison Square 
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shopping center. The store 
is one of 26 businesses in 
the new center. 


Montgomery, Ala. — Kin- 
dreds Hardware Co. has 
opened for business in the 
Capitol Parkway Shopping 
Center. Sam Kindred and his 
mother, Mrs. H. F. Kindred 
own the new store that car- 
ries complete lines of paints, 
kitchen ware, tools, appli- 
ances and toys. John H. Wal- 
lace is manager. 


Leesburg, Fla.—The Boyd 
store recently opened its new 
hardware and furniture dis- 
play rooms with free gifts 
and door prizes. The com- 
pany has served Leesburg 
since 1915 and has occupied 
the same Main St. location 
for 30 years. Mrs. J. A. 
Boyd, Sr. and J. A. Boyd, 
Jr. are the owners. 


Stanfield, Ariz.—Door 
prizes were awarded at the 
grand opening of the Farm- 
ers Hardware store. Jack 
Connelley, Ted Marsh and E. 
M. Pulatie are the owners of 
the store which occupies a 
new building. Mr. Pulatie is 
the manager. 


Westport, Conn. — Jerry’s 
Hardware Store at Bridge 
St. and Saugatuck Ave. re- 
cently completed the addition 
of a new wing to its building. 






31, 1957 


News of the Trade 





Gamble-Skogmo Holds 
Merchandise Meeting 


The annual three-day Jan- 


uary merchandise conferences 


for dealers and branch store 
personnel of Gamble-Skogmo, 
Inc., Minneapolis, was _ re- 
cently held at Chicago’s Mor- 
rison Hotel. 

More than 850 representa- 
tives of stores in Wisconsin, 











WALTER H. HART 


Walter H. Hart 


Walter H. Hart, 82, a 
former vice-president and di- 
rector of the Stanley Works, 
New Britain, Conn., died 
suddenly Dec. 25 at his home 
in New Britain. Mr. Hart 
joined Stanley after gradua- 
tion from Yale University in 
1896. In 1919 he became a 
vice-president and in 1920 
a director. Mr. Hart retired 
in 1937. 


E. T. Doyle 


E. T. Doyle, district man- 
ager of Diamond Black Leaf 
Co., Cleveland, Ohio, died 
recently after a short illness. 
Mr. Doyle was manager of 
the company’s Western dis- 
trict office in San Jose, Calif. 

He had been sales repre- 
sentative for the former 
Black Leaf Div. of Virginia- 
Carolina Chemical Corp. for 
33 years before joining the 
newly formed Diamond or- 
ganization in 1955. 


Paul O. Swedmark 


Paul O. Swedmark, 59, 
owner of the Swedmark 
Hardware store, Bemidji, 


Minn., died Dec. 15 at Lu- 
theran Hospital after a long 
illness. Mr. Swedmark also 


OBITUARIES 


Iowa, Missouri, Michigan, 
Indiana, Ohio, Kentucky, 
Tennessee, and Arkansas saw 
1500 new-item exhibits plus 
basic hardware lines. 

Show was highlighted by 
merchandise clinics which 
were held to brief all person- 
nel on merchandising and 
promotional plans for 1957. A 
Sunday-evening banquet, Jan. 
16, climaxed the show. 














































resort on Lake 
called Swedmark 


operated a 
Andrusia 
Lodge. 


Henry F. Rich 


Henry F. Rich, 72, retired 
furniture and hardware man, 
died of a heart attack in his 
home in Tulsa, Okla. He had 


operated a furniture and 
hardware store in Edna, 
Kan., for 33 years before 


moving to Tulsa. 


Orrie W. Hoke 


Orrie W. Hoke, 89, former 
partner in the San Dimas 
hardware store, San Dimas, 
Calif., died in Park Avenue 
Hospital on Dec. 7. Mr. Hoke 
was a partner in the hard- 
ware store for 17 years be- 
fore his retirement in 1948. 


Francis P. Leahey 


Francis P. Leahey, 58, ex- 
ecutive vice-president of the 
Nichols Wire & Aluminum 
Co., Davenport, lowa, died 
Dec. 27 after a brief illness. 
Mr. Leahey joined Nichols in 
1946. 


Claude M. Jividen 


Claude M. Jividen, 73, 
owner of a hardware store 
in Onawa, Iowa, died of a 
heart attack Dec. 7. He had 
been a hardware dealer since 
1911. 



































James T. Abbott 


James T. Abbott, who was 
vice-president of Geo. A. 
Lowe Co., heavy hardware 
wholesalers in Ogden, Utah, 
died on Jan. 2. 


















































Charles A. Roltsch 


Charles A. Roltsch, 74, a 
hardware store operator for 
50 years, died Jan. 12 in 
Grant Hospital, Chicago, Ill. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
additional word.......... 10 


Positions Wanted 


way additional 


Allow Seven Words for Keyed Addon 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 








Representatives Wanted 


MANUFACTURERS’ AGENTS 


Manufacturer home type packaged wire- 
less and wired consumer intercoms since 
1918 now selling to electronic distributors 
wants sales agents to cover numerous con- 
sumer fields. Proven Sales Program. Non 
technical low priced quality products with 
tremendous consumer demand. Your ter- 
ritory might be open. Write or phone giv- 
ing details, number of men, territory and 
type of accounts covered. All replies con- 


fidential. 


Arthur Callahan, Dept. D, Mark Simpson Mfg. Co. 
32-28 Forty-ninth Street, Long Island City 3, W. Y. 














OHIO 


Well known Paint Brush Manufacturer with estab- 
lished accounts needs an aggressive commission rep- 
resentative calling on Paint and Hardware Stores 
and Lumber Yards, for above territory. We have 
complete line, very competitive, and carried by the 
finest stores in the above area. This territory has 
just become available 


Address Box !49, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 











AGGRESSIVE COMMISSION SALES REP- 
RESENTATIVE wanted by long established hard- 
ware manufacturer for northern New York State 
exclusive of New York metropolitan area and 
also the State of Wisconsin. Exclusive terri- 
tories. Address: Box 146, care of Harpware AGE. 
hestnut & 56th Sts., Philadelphia 39, Pa. 


—_ 





Agents Wanted—POWERED ROLLERS 


We are manufacturers of engine-powered rollers, ‘4 
ton and ‘2 ton, now being sold through fawn, garden 
and golf course equipment distributors and dealers 
in Pt states. We have established agent in New 
pamene. manufactur New —. KW. hy agp nem 

were representatives in er areas 
of USA and Canad ” 


Write E. A. Mingst, The Lawn-All — 
P. O. Box 66, Midland Park, N. 








PAINT SALESMEN (4) NEW YORK 


metropolitan area territories open: 1—Nassau-Queens- 
Suffolk; 2—Westchester to Dutchess; 3—North Jersey: 
4—Brooklyn. Liberal draw plus expenses. We manu- 
facture a complete line of painters white goods and 
budget priced do-it-yourself paints. Volume discounts 
a6 porous label setups available. All replies con- 
ldentia 
PROCTOR PAINT AND VARNISH CO. 
Joseph A. Markell, President 
Box G 630, Yonkers, New York 











PAINT BRUSH MANUFACTURER SEEKS 
REPRESENTATIVE for protected territory call- 


ing on Hardware, Paint, Lumber, etc., stores; 
New England, North Illinois-Wisconsin, West 
Pennsylvania, Southeast, and New York State 
open. Liberal commission; good opportunity for 
Manufacturer’s Representative now selling such 
outlets. Write us full details. Address: Box 144, 
care of Harpware Ace, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 

EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 








utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115. care 
of HARDWARE AGE, Chestnut & 56th Streets, Phila- 


del phia 39, Pa. 
SALESMAN PLUMBING 








SPECIALTIES to 


seli for established national distributors, exclusive 
territory, 10% commission. Write full details 
with references. Replies confidential. Akron Sup- 
ply Co., Inc., 216 Grand Street, Brooklyn, New 
York. 
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Paint Brush Salesmen 


Prominent paint brush manufacturer has open terri- 
tories for successful sales produeer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box (16, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











REPRESENTATIVES FOR MEDIUM SIZE 
WIRE & CABLE FIRM WANTED 


We manufacture in our plant Plastic extru- 
sions, Wires, Cables, Clothes lines, Pre pack- 
aged TV wires, POT or Zip cords, Battery 
o> Ia and any special items in the extrusion 
ield. 
Address Box 145, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WITH NON-CONFLICTING 
established New York manufacturer of 
staples to call on wholesale hardware and build- 
ing supply trades in Cleveland and Chicago areas. 
These staples are used in gun-tackers, 
etc., and 
lines now carried and territory covered 
reply. 
HARDWARE 





MANUFACTURERS 
lines, 


are good repeat items. 


Commission. Address: Box 140, 
Ace, Chestnut & 56th Sts., 


REPRESENTATIVE 
wanted by 
wire 


hammers, 
Please state 
in your 
care of 
Philadel- 





| phia 39, Pa. 





REPRESENTATIVES 


Calling on the Housewares, Hardware & Variety Trade 
to represent fast selling, proven line. Quality products, 
competitive prices, dealer aids, protected territory. 


All areas open except metropolitan NY & far West. 
Reply giving active territory, present lines. Con- 
fidential. 


Address Box 136, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MAIL BOXES 
WELL KNOWN MFG. TOP LINE 


Many Exclusive Territories open. Hardware- 
Houseware Contacts with Wholesalers and De- 
partment Stores a must. Excellent Commis- 
sion Rate. 
Address Box 137, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















BUDGET PRICED PAINT LINE OPEN 


to qualified salesmen and agents. Protected Territory 
Liberal Commissions. Many partially established ter- 
tories open Guaranteed quality paints priced to 
retail from $1.98 to $3.98 in Acrylic, Alkyd, and Oil 
bases, in whites and colors, in all finishes for inside 
and outside use. Setup for private labels. Volume 
discounts available. Freight prepaid. 


PROCTOR PAINT AND VARNISH CO. 
Box G 630, Yonkers, New York 








tion. 


56th Sts., 





MANUFACTURER’S REPRESENTATIVES 
manu- 
facturers expanding our line and sales organiza- 
A few territories are being made available 
on commission basis for capable sales representa- 
tives 
hardware trade. 
covered 


We are old, well established door lock 


building material 
lines carried, 
of this ad. 
AGE, 


lumber, 
Mention 
Our men know 
care of HARDWARE 
Philadelphia 39, Pa. 


selling to 


ox 122, 








and 
territory 
Address: 
Chestnut & 











PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories for sales producers. Prefer men 
ealling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses. 


Address Box G-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 














AGGRESSIVE SALESMEN 
WANTED FOR 
STRIP-O 
The Screwdriver That Strips Wire 


STRIP-O is a combination 2-in-! 
screwdriver—Iit's a wire stripper. Prefer sales- 
men calling on retail hardware, general, 
variety stores, lumber yards, etc. Item being 
nationally advertised. This tool will sell on 
sight. Full 20% commission on orders taken 
from retailers, 10% commission on orders from 
jobbers. Write giving lines now handled and 
territory covered. We will forward brochure 
and free sample. 


WIRE STRIPPER TOOLS, INC. 
Glen Head, New York 


tool. It's a 








MANUFACTURER'S REPRESENTATIVES WANTED 


Balesman now calling on hardware and variety stores 
with two or three non-conflicting lines. We er a 
good staple line of 19¢, 45¢ and 89¢ paints, low- 
priced gallon paints and a nationally advertised 
cae of popular priced paints on a commission basis. 
This merchandise has mass es appeal. Every 
store selling paints is a prospect. Write 
advising age, territory ARE how often you cover 
it and lines now carri 

Address Box 135, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 














MANUFACTURER’S REPRESENTATIVE 
WANTED to sell popular repeat specialty to 
wholesalers and jobbers. Old etablished manu- 
facturer. Excellent commissions. Exclusive ter- 
ritory now available in most states due to area 
realignment. Please state type of trade covered 
and lines carried. Address: Box 129, care of 
Harpware Aceg, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York. Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 

















ISLAND, WESTCHESTER AND 
NORTHERN NEW JERSEY Manufacturers 
reps. want additional garden lines. Specialized 
garden supply representation jobber and dealer ac- 
counts. Address: Box 152, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
EXPERIE NCED REPRESE NTA TIVE DE 
SIRES SEVERAL volume lines, would consider 
home shop tools or kindred types, in the Colorado 
area. I offer experience and acquaintance with 
the trade. Address: Box 143, care of HARDWARE 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 


WILI CARRY STOCK AN ACCOUNTS RE- 
CEIV ABL E. Well financed and established Manu- 
facturers Agent-Distributor seeking exclusive line 
for Minnesota, Wisconsin, Iowa, North and South 
Dakota. Give full details. Barney Gardner, 500 
N. Prior Ave., St. Paul 4, Minn. 


SALES ORGANIZATION OF SIX MEN call 
ing on Radio and Television Parts Distributors in 
Ohio and Michigan needs some good lines. Ad- 
dress: Box 150, care of Harpware Ace, Chest- 
nut & 56th Sts. » Philadelphia 39, Pa. 


£ XPE RIENCED AND ESTABLISHED manu- 
facturers representatives want one additional 
quality line for wholesale hardware and specialty 
distributors. Territory: East Pennsylvania; South 
Jersey; Delaware; and Maryland. Lawson & Wig- 
gins, 214 Rodman Ave., Jenkintown, Pa. 


LONG 
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Accounts Wanted 








ADDITIONAL LINES WANTED 


Long established sales organization covering all South- 
ern States, Virginia through including Oklahoma and 
Texas, serving Wholesale Hardware and Mill Supply 
Houses desire additional volume line. Highest refer- 
ences from both jobbers and companies now represented. 


Address Box K-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 3, Pa 

















AGGRESSIVE MANUFACTURERS REPRE- 
SENTATIVE giving thorough coverage in West- 
ern Pennsylvania and West Virginia serving job- 


bers of hardware, housewares, plumbing, chains 
and rack jobbers, desires one additional quality 
line of domestic manufacture. Address: Box 133, 
care of Harpware AGE, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 


WEST COAST SALES 
Representation 


20 years experience. Thorough coverage. 
Warehouse, shipping and billing facilities. 
Well known and D & B rated. 


Clark Company, Box 990, Beverly Hills, Calif. 


























WESTERN CANADA—Wanted one or two 
top quality Houseware or Hardware lines by es- 
tablished Manufacturers’ Agency with offices in 
Winnipeg and Vancouver. We are agents for 
“Counselor” Scales, “Bake-King’’ Ovenware, 
**Radio” Wagons and Garden Carts. H. Douglas 
Latter, 388 Donald St., Winnipeg, Manitoba, or 
Royal York Hotel, Toronto, Ontario, Feb. 10th 
P.M. to 13th P.M. 

NEW YORK CITY sales representatives, long 


time established among the leading chain store syn- 
dicates, wishes to connect with a good line for 
1957. Address: Box 139, care of Haase ARE AGE, 
Chestnut & 56th Sts., Philadel phia 3 39, Pa. 

ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, HARDWARE AND LUMBER, ETC., 
OUTLETS THROUGHOUT NEW JERSEY, 
PENNSYLVANIA, DELAWARE AND MARY- 
LAND. A high type effective sales organiza- 
tion now currently calling on Trade in the above 
states, is interested in launching and pioneering 
new products with volume sales_ possibilities. 
Our services include professional advertising, pro- 
motion and merchandising assistance, along with 
a successful sales record. Complete warehouse 
and billing facilities available. Address: Birk- 
beck Brothers, Inc., 70 North York Rd., Willow 
Grove, Pa, 











FOR NORTH AND SOUTH CAROLINA 
AND GEORGIA one additional volume line, do- 
mestically manufactured, exclusive territory, de- 
sired by resourceful and proven successful direct 
manufacturer’s agent giving thorough coverage 
of Wholesalers, Chains and Large Dealers. Out- 
standing references from Wholesalers and Jobbers 
and present and past principals. LEON BEN- 
NETT ASSOCIATES, 107 Freyer Drive, Mari- 
etta, Ga., Ph. 8-1045 (16 miles north of Atlanta). 


Help Wanted 


MANUFACTURER’S AGENT WANTE-D 
Calling on wholesale hardware jobbers and allied 








fields. Three major high volume lines available: 
Window Fans, Power Mowers and Barbecue 
Braziers. Must be considered a major line in 
your set-up. Two territories open: 1. Must head- 
quarter in Denver and cover following states: 
Colorado, Idaho, Utah, Wyoming, Montana; 2. 
Must headquarter in Minneapolis-St. Paul and 
cover following states: Minnesota, South Dakota, 


North Dakota, Western half of Wisconsin. 
resume to: 
pany, 4147 


Send 
Atlas Tool and Manufacturing Com- 
Natural Bridge, St. Louis 15, Mo. 


OPPORTUNITY FOR 
TOP FLIGHT 
SALESMAN 
New England 


A real sales opportunity with a progressive 
manufacturers’ representative handling 
prestige lines to automotive, hardware, in- 
dustrial, and garden supply wholesalers. 
Protected territory with substantial volume 
and potential. Salesman selected will have 
chance to participate in worthwhile bene- 
fits upon proof of ability. A growing com- 
pany with only sales personnel desirous of 
being in higher income bracket derived 
from ability and ambition. State experi- 
ence, qualifications, age, marital status 
and date of availability. Confidential in- 
terview will be arranged. 


Address Box (48, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SIDELINE SALESMEN 
wanted for excellent line of men’s and ladies’ 
billfolds, selling to retail stores. 10% commission. 
Please submit references and personal information 
in first letter. SILON PRODUCTS CO., INC., 
| 406 Elm St., Cincinnati 2, Ohio. 


with following 











HARDWARE EXECUTIVE 


Thoroughly experienced to organize 
and manage wholesale hardware divi- 
sion for reputable and progressive 
Long Island distributor of building ma- 
terials who is proceeding with extensive 
expansion and diversification program. 
Submit detailed information concerning 
experience and qualifications. 


This is an opportunity of a 
lifetime for capable live-wire. 


Address Box |02, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 











DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America's most re- 
liable and productive sales plans. Send for 
prospectus today. 


. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 











FOR SAL Biles promotion Guide. 
written and copyright from year experience suc- 
cessful sales all kind of stores. Contain drafts, 
ad headings, arrangement pricing, merchandising 
signs, etc. Use it daily on complete closeout, 
wholesale plus without commission. Yours for 
only $20.00. Order today, one suggestion might 
mean thousands of dollars to you. Special Sales 
System, 311 West Kirkwood, Fairfield, Iowa. 





A book 





ADV ERT ISING SERVICE—can 
cost cartoons for newspaper advertising on Sports, 
Gardening, Appliances, Plumbing, Paint, etc. Cost 
under $1 each. Mats in one or two column size 
give punch to any ad. For FREE proofs of car- 
toons and details write: David Lilly Agency Car- 
toons, Box 167, Long Beach 1, Calif. 


supply low 








HARDWARE, Paints-Mill, Farm Sup.-house- 
hold goods 7 prop. 2-story brick bldg.—large brick 
whse—2 small whses. Carry 25,000 items Re 
ceipts $50,000, can inc. Aged owner retiring 
(Brokers protected.) 7%, Sales Company, 
1780 Broadway, N. Y. C. Pl. 7-5345. 

ABSOLUTELY MUST SELL. Owner sick. 


Hardware store long established. Small town in 
beautiful valley near Spokane, Washington Di 
versified farming, logging, lumber mills, mining 
and the largest Magnesite plant in North America. 
Excellent schools and churches. Clean stock; 
brick building. Potential great. Address: Box 
M-35, care of Harpware Ace, Chestnut & 56th 
Sts., e’piladelphia 39, Pa. 





"HARDWARE. L UMBER, 
VER sixty years, 





SAME FAMILY 
grossing about $200,000 an 
sceaiiat Located in one of the best farming towns 
in entire state of Nebraska. Great opportunity, 
priced for immediate sale, don’t find many like 
this. Information, free photos gladly mailed, no 
obligation whatsoever. C-6676 CONTINENTAL 
804 Grand, Kansas City, Missouri. 








BRONX, FOR SALE, Builders Hardware, 
Paints, Plumbing supplies, good stock, established 
since 1921, selling due to illness. Address: Box 
151, care of HAnpWarE AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





SALESMEN—SIDE LINE. Salesmen now 
calling on Hardware Stores in New Jersey, Man 
hattan, the Bronx, and Westchester interested in 
selling side line of Window Glass and all types of 
Flat Glass for leading distributor on commission 
Lasis. Write Address: Box 138, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





Business Opportunities 


NEWLY REMODELED HARDWARE 
STORE IN central New York. Heating, plumb- 
ing, hardware, housewares, paint, and glass, also 
good bottled gas business. Four-story building 
with two nice apartments, always rented. Garage 
for three cars, hot water heat throughout. Com 
pletely stocked and very well established business 

with good income. Address: Box 147, care of 
+A pon. ARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


HARDWARE STORE, SOUTHERN PART 
OF NEW YORK STATE, old established busi- 
ness located on Main Street, Town of 8,000, mod 
ern store front and fixtures, clean stock, hard- 
ware, housewares, and paint, plumbing and heat 
ing business, leased building reasonable rent, sell 
at inventory plus fixtures and equipment complete. 
Owner has other interest. Address: Box 110, care 











of Harpware Acg, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





Positions Wanted 


ABILITY YOU MAY BE ABLE TO USE 
AT A PROFIT —is available in a man who has 6 
years of seasoned, resultful hardware experience 
in merchandising and sales promotion for leading 
hardware manufacturers and manufacturers’ agent 





| calling on hardware, houseware and garden supply 





jobbers in New York and New Jersey territory. 
He is (30) married with A-1 references. Address: 
Box 141, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALES & PROMOTION MANAGER. Very 
successful management and publicity experience 
and personal selling technique. Highly skilled in 
personnel selection, training men, promoting cam- 
paigns, developing new territories, introducing 
new products. Tremendous active following. High- 
est records of achievement. Address: Box 121, 
care of Harpware AcGg, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





ATTENTION MANUFACTURERS’ 
AGENTS—agegressive successful salesman, age 
27, college graduate, suburban Phila., Pa., resi- 
dence, have auto will travel, wants connection with 
progressive manufacturer representative. Will 
furnish best of references. Address: Box 142, 
care of Harpware Acez, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





SELL THIS COMPLETE LINE OF 








Anyone can apply. 


r 
MORTITE ; NODRIP TAPE 3 NODRIP PLASTIC 
The ‘‘fingertip weather- = Permanently ends pipe : COATING 
strip’ with 100! caulk- : drip without messy g Protects and insulates 
ing and sealing uses - vapor seal tapes or g metal against rust, cor- 
5 overwraps : rosion, condensation. 
4 i 


J.W. MORTELL COMPANY - 
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Ly lortell 





PROFIT MAKERS 


FOAMFLEX DOORSTRIP 


New! Viny! foam and wood strips bonded 
by exclusive process. Pre-cut for easy 
installation 





508 BURCH ST., KANKAKEE, ILLINOIS 
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TYLER SPYRAL 
COPING SAW BLADES 


in this attractive counter display 
sell fast, and spark up sales on 
your saw frames. They fit standard 
coping saw frames and will cut 
practically any material. Permits 
intricate internal work not possi- 
ble with any other blade. Saws in 
any direction without turning ma- 
terial ...no chipping or tearing 

leaves clean, smooth edge. 
Display contains 1 doz. packages 
of 12 blades each. Retails for 
75c pkg 


As advertised in 
Popular 
Mechanics 
and 
Popular 
Science 





Order now. na available at mest 
HARDWARE JOBBERS...or write 


TYLER MANUFACTURING CO., INC. 
1005 W. ARBOR VITAE AVE., INGLEWOOD, CALIF. 











You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
Chestnut & 56th Sts., Phila. 39, Pa. 


















} Sell GREENLEE 22 Solid-Center 
|| Auger Bits in sets and make extra large 
| sales. Durable green plastic rolls 






= 
GREENLEE 


Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 
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American Chain Division, 


Amerock Corp. 
Animal Trap Co. of America 
Aristo-Mat Co. 

Arvin Industries, Inc. 

Athol Machine & Foundry Co. 
Atkins Saw Div., 
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100 


99 | 


65 
73 


52 


60 
90 


98 
92 


57 


101 


58 


100 


84 


78 








Landers, Frary & Clark Universal 4 
Laszio, S. E. 52 
Lawn-Boy Division, Outboard Ma- 

tine Corp. 
Lincoln Engineering Co. 62- 63 
Lummis Mfg. Co. 100 
Marshalltown Co. . 100 
Master Lock Co. 59 
McGill Metal Products Co. . 80 
Miller & Co., Robert E.. 100 
Millers Falls ae 
Minnesota Mining & Mfg. Co.... 93 
| Mortel!l Co., 97, 99, 100 
National Mfg. Co. 69 
National Screw & Mfg. Co. 

Hodell Chain . 101 
New York Wire Cloth Co., 

Roll Goods Div 8 i 
|Nip-Co Mfzg.., 82 
P & C Hand Forged Tool Co.... 9! 
Pennsylvania Saw Corp. 72 
| Plastic Woven Products, Inc. 6| 
Portable Electric Tools, Inc. 1 
Regina Corp.., ‘wh rades Ta 
Reynolds Metals , Pigment 

i. ee ae a ee 18 
Ridge Tool Co., The ......... 84 
Royal Electric Corp. ........... 55 
Sharon Bolt & Screw Co. ........ 52 
Sheffield Steel , Armco Steel 

Corp. a ale oe ed ee 
Stanley Works 74 
Star Metal Prods. ae ee ae 
Supplex Corp. 48-49, 58 
Tete Goe., ©. M4. occas 84 
Tucker Duck & Rubber Co. SS ial 99 
Turpentine & Rosin Factors, Inc. 99 
Tyler Mfa. Co. 98 
Union Fork and Hoe Co. ....... | 
Union Malleable Mfg. Co. ..... 53 
United States Plywood Corp.., 

Industrial Adhesives Div.— 

SR | 3. dk tens 6:06 doves stan Goh 15 
United States Steel | Corp. Cyclone 

eo le a aes ai ane 
Wen Sets, BR. <<, cdedebeede 79 
Wickwire Spencer Steel Div.., 

Colorado Fuel & tron Corp... 56 
| Woodhill Chemical Co. ......... 5 | 
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TUCKER , B E R S: ee 
STURDY, | ire}: ° ae 
| eeVise ara. Ss 

FOLDING ; AMP T | aes os ° ° as 
FURNITURE {) C COTS | Doing Business Bs 
a s a Pleasure... | 
| . when the Product is Right — quality ip 
| made, dependable, priced right, packaged ee 
right, nationally advertised, and fully guaranteed! ee 

Sex, 
. when the Service is Right — gs: 
fast, dependable delivery — year around! ee 
Tuck cht tn “a ae . when the Policy is Right —a fair, oe 
ucker cots available in five sizes. Hardwood frames, paint- at , Eo 
ed hardware and extra heavy canvas covering, white or loyal, oguunete jobber policy, Pais 
Olive Drab covers. Legs reinforced with ‘’S”’ iron braces. faithfully maintained! Poor 
IT PAYS to see 


LAWN CHAIRS a 


Hardwood frames finished in natural wnt e 


% 
See 
- Xs 


DEAL With DAYTON! 


6S OS 
paces 

ae 
ors 


Soy 
*» . va yy 
ORS OS 
<. 







varnish or colored lacquer, covered 
with vinyl-coated canvas in solid or 
striped colors. Many popular styles. 
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CAMP STOOLS eee CUI UT Cl lwe [ee 
Hardwood frame. Canvas color, plain or Bee 
striped. Write for catalog and prices. 
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DAYTON BAIT CO 
2101 S. DIXIE DR. ¢ DAYTON 9, OHIO 


Tucker Duck & RuseBeR Co. 


Ft. Smith, Ark. 

















Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 


chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 














SELL THIS COMPLETE LINE OF 


MORTITE 


The “fingertip weather- 
strip’’ with (00! cautk- 
Ing and sealing weee 


PROFIT MAKERS 


FOAMFLEX DOORSTRIP 


New! Vi foam and wood stripe bonded 
by exeluzive process. Pre-cut for easy 
installation 






NODRIP TAPE 


Permanently ends pipe 
drip without messy 
vapor seal tapes o 
overwraps 


COATING 


Protects and insulates 
metal against rust, eor 
rosion, condensation. 
Anyone can apply. 





| ——— 











J. W. MORTELL COMPANY + 508 BURCH ST., KANKAKEE, ILLINOIS 








DEALERS SELL 
FAMOUS BRAND 


TANDROTINE 


PAINT THINNER 






ECONOMICAL 
NON IRRITATING 
PLEASANT ODOR 
HIGH FLASH POINT 
LONG LEVELING (NO BRUSH MARKS) 
LONG WET EDGE (NO BRUSH MARKS) 















GALS., QTS., PTS., HALF PTS. 
















TURPENTINE & ROSIN FACTORS, INC 


SAVANNAH, GEORGIA 


Dealers realize greater profits through faster turnover and higher markup. Stock TANDROTINE 
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MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 





TILE TREADS 


Modern tile-matching stair 
treads in colors are a**must”’ 
wherever tile has the floor. 
And tile has the floor 

in your customers’ 
recreation rooms, 
hallways —all 

over the 


Kenberry GADGETS oe 

ARE PROFITABLE a sakbuiue 
Se// fast, use _— | 
little space. 





Sell them on peg boards 
where customers can 
see and reach them. 
The more gadgets you 
display. the more of 
each you sell A big 
variety means big busi- 
ness, requires very 
little space. A gadget 
counter draws cus- 
tomers. And the Ken- 
berry line is your ma- 
jor source for profitable 
gadgets. 


new 
life for your stair 





house! So tread sales! 


go modern. 


Get Tile Me Contact your wholesaler 
Treads! x : or write directly to: 


Tongs For Kitchen — NES e nr 
and Barbecue Use Giant Tongs — $1.19 Retail 


More than 50 Kenberry GADGETS JOHN CLARK BROWN, iwc. 


Ask your Jobber One Montgomery St., 
or write for list. Belleville 9, N. J. Kenberry GADGETS 


KEY-BAK key reel @ 
f? WANTED BY EVERY 4 .. at 


SELLING NUMBERS 


HANDYMAN! Trade Mar 4 17 ‘weel J Made of highest 


aie quality alum- 
inum, enamel 
yey am , 1 celle b wae | mEY & DISPLAYS ; and light re- 
- ey reel sells because handymen want it! . ‘ f flecting beads. 
BAK is pocket-watch size, sturdily constructed. Attached to i ae WITH ALL Won't rust or 
the belt, it carries the keys on a 24” long stainless steel 4 bee * | . fade. Reversi- 
chain. Swedish clock spring reels keys in; ASSORTMENTS ‘ a ble. Also in 

keeps them safely ot the wearer's side. j * tf." midget sizes. 
GUARANTEED! A wonderful self-selling b> ' 
counter item. ORDER TODAY! Retail... KEY-BAK is nationally ad- WRITE FOR FREE en Newly designed 


$2.95... If your jobber can't supply you vertised in such magazines BULLETIN J21 \ a = ae display. 
write direct to: as POPULAR MECHANICS, ‘ 
: SCIENCE & MECHANICS, 


MECHANICS WLUSTRATED 
EAST OF THE MISSISSIPP! CTL COMPANY WAUSAW, WISCONSIN , 
aid suis SPORTS AFIELD. etc 


LUMMIS MFG  CO., PASADENA 8, CALIF HY-KO PRODUCTS CO. CLEVELAND 
SELL THIS COMPLETE LINE OF [y jortell — MAKERS 


FOAMFLEX DOORSTRIP 


New! Vinyl! foam and wood strips + 
by exelusive process. Pre-cut for 
installation 


RUBBER COMPANY 


Fremont: Ohio 























MORTITE 


The “‘fingertip weather- 
strip’’ with 100! caulk. 
ing and sealing uses 


NODRIP TAPE 


Permanently ends pipe 
drip without messy 
vapor seal tapes or 
overwraps 


NODRIP PLASTIC 
COATING 

Protects and insulates 
metal against rust, cor- 


condensation. 
Anyone can apply. 


J. W. MORTELL COMPANY + 508 BURCH ST., KANKAKEE, ILLINOIS 
one set of 4 =< 


3-color 
card 








IGINAL 


. dt JUINE 
REGULAR Made with exacting care from the finest steel available. Extra case 
“== hardened. Excellent mirror finish, plus a heavy nickel @); 
7 sizes for every need piate. — 


FURNITURE LEVELER> 
Be Sure and Stock Adjustable Combina- 


FURNITURE GLIDES 
REMCO tion Leveler and Glider RUBBER-CUSHIONED! 
for Uneven and Un- 


Bakelite Furniture steady Furniture. HUith LP G L | D E 


Rest d Caster ) 

Z wee rae _ SIZES—i" bese, 4 cn “tm cae! SOFTLY, SILENTLY, 
_— oN = S : card; 14", 2 on card; = SMOOTHLY, OVER 

3-color box. 12 boxes Shatterproof '>"". 2 on card. Drive a _ ALL FLOORING. 


in a@ 3-color display = 
oe a m pee me BiG Sellers into universal socket or : | SIZES AND TYPES 
yet? igs age : } «8/16 hole. — FOR ALL WOOD OR METAL FURNITURE. 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





INSULATED 











Ask your Jobber or write— 
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| DISPLAY HODELL:=:2 
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DOG CHAIN DISPLAY 
Colorful metal hanger holds 12- 
chain assortment, attracts all dog 
owners. Choice of 3 assortments 
of best-selling Bulldog pattern 
dog chains, with colored plastic 
or metal toggle grips. 





eel oat 


CHAIN MERCHANDISER 
Packs a lot of chain selling power 
into less than two square feet of 
space. Compact and colorful, the 
Hodell Chain Merchandiser han- 
dles your choice of four chain 
assortments designed to fit 
local preferences. 
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log Handy Trace Utility 


CHAIN SPECIALTIES 
Hodell’s full line of welded and 
weldless chain includes these 
four popular assemblies .. . fast 
sellers, especially to your farm 
customers. Full range of sizes in 
each type. 


ORDER THEM FROM YOUR HARDWARE DISTRIBUTOR 


Metall - 
wo f= 
"ROOF cor cHAlt *88 con caalt 
Pilate Pailetls 








ANIMAL CHAINS 
Hodell halter and dog chains, 
cow ties, tie-outs, kennel and ex- 
erciser chains, anti-cow kickers, 
dog couplers and chain choke 
collars ...all of the quick selling 
styles and sizes. 


\ | 
SS SS a ee. ee > 
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PAILETTES 

Proof Coiland BBB Coil chainin 
strong steel reusable containers. 
Handiest way to handle these 
heavier chains. Attractive enough 
for floor display. Four chain 
sizes available include *%, 4, % 
and °¢ inch. 


HODELL COIL CHAINS 
All the welded and weldless pat- 
terns and sizes, high quality and 
dependable, in standard hard- 
ware packages and on metal reels. 








HODELL CHAIN COMPANY, Cleveland 3, Ohio 


Division of The National Screw & Mfg. Co. 
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Fasteners fs & Hodelil Chains o Chester Hoists 








_ KEROSENE 
BURNERS 











PROFIT L 


all over the world! 


tn | oo ary You’re sure of sales and a better profit when you 
[. ‘s~=- a sell BOSS .. . the modern buy-word in beautiful 


kerosene appliances around the globe! 


KEROSENE RANGES The BOSS line gives you a range or stove to fit 
anu COOK STOVES the needs of any family, with a wide choice of 


instant-heat, highly efficient, adjustable burners. 
For Consumer Acceptance That means better, easier, more economical food 
preparation. And, there’s never an installation 
problem since no fuel connections are needed. 


If you're missing cooking appliance sales, you're 
overlooking the fastest-selling line on the 
market—BOSS! Write today for the profit-packed 
story on the complete line. 














THE HUENEFELD CO. 
CINCINNATI 25, OHIO 
Established 1872 
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